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entilated Foot-Fashions’ 


THE popularity of Ventilated types 
for spring and summer is definitely 
established. No stock is complete with- 


out them. These feature models will 















find ready response. They are in stock Ris deine aches te 

available in the “‘Foot 

Fashion” line in both 

Black and Tan Calf. 

Light edge welt sole 

over our popular 
RHODES last. 


Full Lined 


An outstanding and appeal- 





in the “Foot Fashion” line. 





ing feature of these ‘'Foot- 
Fashion” models is that they 
are full lined and that the 
perforations go all the way 
through. This means greater 
foot comfort and perfect 


ventilation. 


This “Foot Fashion” 
modelis of White 
Boarded Calf trimmed 
in Black Calf, Vogueish 
Wing Tip. Also made 
over our RHODES last. 


FRIEDMAN-SHELBY [srancnuy 


INTERNATIONAL SHOE CO. 
SAINT LOUIS 





Binge! 
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The VOICE of the TRADE 


Cm V. Sheridan, 


executive director of the Ohio 
State Council of Retail Merchants, 
says: 

“In twenty years of careful ob- 
servance of State legislation at 
Columbus, I have never seen so 
powerful a combination of lobbies 
as is now concentrating in a mass 
attack on the present Ohio Legis- 
lature in behalf of a State retail 


| 


sales tax. Thousands of citizens 
whose business will be ruined if 





Ohio undertakes this experiment ° 


seem to be completely ignorant of 
the danger. 

“A State levied sales tax is in 
no sense a consumer tax, but be- 
comes in actual operation a very 
high retail dealers’ privilege tax, 
paid almost entirely by the mer- 
chant. They are realizing that the 
merchants of this State are not in 
a position to bear this huge extra 
burden, and that if the State of 
Ohio experiments even briefly 
with this proposition it will drive 
hundreds and probably thousands 
of merchants into bankruptcy. 
They are realizing, more clearly 
every day, that not only the mer- 
chants are affected; that if these 
stores are forced out of business 
hundreds of storerooms will be 
thrown on the already over-crowd- 
ed market; that thousands of em- 


ployees will lose their jobs; that 
property tax values created by re- 
tail tenancy will disappear.” 


*x* * 


din F. Kirby 
chalked down 46 on his size stick 
a recent day, to mark his 46th an- 
niversary in shoe retailing in Dan- 
vers, Mass., and then went on with 
business as usual. His son, 
Francis, is now his partner, so that 
the enterprise is likely to go on 
for 100 years to a day, like the 
deacon’s famous one horse chaise. 
The Kirbys always advertise and 
that’s another record for 46 years. 


* * * 


R. P. Boothby, 
chief of sales for Ault-William- 
son and Ault-Shackford shoe 
companies of Auburn, Me., says: 
“Facing the dawn of better con- 
ditions we have definitely aban- 
doned defensive tactics. From 
now on, we believe, all business 
must adopt aggressive policies and 
actions. Today’s sober frame of 





mind demands staple types of 
shoes capable of all around use, 
but with smartness in patterning 
to satisfy the feminine desire for 
style. In our modernized line we 
meet the economic need of the av- 
erage woman, and give the retail- 


er readily a salable type of shoe 
without the usual mark-down haz- 
ard. The result is a stimulation of 
retail sales.” 


* * * 


Advice to lovelorn 
as an aid to shoe selling! The Ber- 
land Shoe Company of St. Louis 
went on the air Monday, Feb. 6, 
at 9 p. m. over KMOX (1090 
ke.), St. Louis—sponsoring the 
Heart-to-Heart Club and features 
Miss Ethel King, psychologist and 
former United States censor of 
mails, who answers questions and 


Z 


problems of love and life written 
in by listeners. Miss King per- 
sonally handles every letter she re- 
ceives and has already made many 
friends through her sound, sympa- 
thetic advice. She is supported on 
her program by Wallace West, 


~~ —— 
= ~ 
“ N 








special announcer, and Harold 

Bolland, regular station announcer. 
* * x 

Cobbler Lucey, 


to whom President Coolidge 
wrote, shortly after he became 
President, and declared, “I 
wouldn’t be here if it hadn’t been 
for you,” has testified to Coolidge’s 
kindness. 

“He was never stingy,” said 
Lucey, “though there are folks 
































who said he was hard as New 
England rock. He was never a 
free-spending man, but he was 
generous. I’m a shoemaker, you 
understand, not a cobbler. I make 
shoes and I’m proud of the kind 
I make. 

“One day I finished a pair for 
Cal. They were as perfect as you'd 
ever want to see. I named hima 
price for them. 

“He looked them over for a 
while and then told me: ‘There's 
just one thing about shoes you'll 
never learn.’ It gave me a shock, 
I can tell you, to hear that from 
the young man. But I asked him 
to explain. 

“He told me a story about a 
plumber who charged $25 for fix- 
ing a drain, $5 for the work and 
$20 for knowing how. 

“*That’s your trouble,’ says Cal 
to me. ‘You don’t charge enough. 
You don’t charge enough for 
knowing how.’ 

“Now a stingy man never talked 


like that.” 
* * x 


Prot. Malcolm McNair, 
managing director of the Bureau 
of Research of Harvard Univer- 
sity, reports no change in the ten- 
dency now evident for several 
years for department store mar- 
gins to remain at approximately 
33 per cent of sales. If the aver- 
age sale continued to fall with 
prices it will appear likely that 
profits in 1933 will depend almost 
entirely upon the ability of store 
management to reduce expenses.” 


* * * 


way Py 






Paul O. Campbell 


of Middlesboro, Ky., says: 

“What this country needs more 
than a good 5-cent cigar is more 
shoes fitted right—and I believe 
that we will have more shoes fitted 
right if the shoe people through- 
out these United States will step in 
and really study how to fit shoes, 
and use the training in their busi- 
ness EVERY DAY.” 














PRICES 


—Every time shoe prices are lowered, 
things happen. 

—Wages are cut, thereby injuring pur- 
chasing power and accelerating the vicious 
circle. 

—Price pressure is brought to bear 
against tanners and suppliers of materials, 
few of whom are able to operate at a profit 
under existing conditions. 

—Quality of product is injured, there- 
by making the ultimate consumer the 
sufferer. 

—General business morale is pegged still 
lower. 

—I can see no hope for better times in 
the shce and leather industry under such 
conditions. 

—On the other hand, if it were possible 
to increase overnight the price of every pair 
of shoes in factory or on retail shelf by only 
10%, the effect upon the entire trade 
would be both stimulating and profitable. 

—It would mean all the difference be- 
tween failure and success. 

—-Is it possible our industry is so demor- 
alized that some such corrective measure 
cannot be put into effect? 


sn iii &- I Wh ~~ 


President. 








Phase Shoe 
& Legging Co., of Hagerstown, 
Md., is stocking leggings for po- 
licemen, chauffeurs, surveyors and 
others, who like leather coverings 
for their legs. It is also making leg- 
gings for boys and youths. These 
leggings are of cowhide, both full 
grain and split stock and also of 
pigskin. One knack in making 
leggings, like the familiar knack in 
making shoes, is that of making 
leggings to fit right—for some 
have legs short and fat, and others 
have legs long and thin, and yet 
others have legs betwixt and be- 
tween—and whatever limb dimen- 
sions may be, the leggings should 
fit comfortably, also stylishly. 


* * * 


= hear 


of Hen and Ben, the shoe men, 
from Madison, Indiana, down 
there in the blue grass country just 
across the line from old Ken- 
tucky? Well, sir, Hen and Ben 
have been right there for the past 
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60 years, first two brothers and 
then taken up by the next genera- 
tion. Right now, B. C. Lotz is the 
Hen and Ben, with two genera- 
tions of shoe ancestors behind him. 
With a background like that you 
may know that there is no idea of 
closing up shop and ducking and 
running because times aren’t all 
anyone could wish. Hen and Ben 
draws from the farming commu- 
nity 25 to 30 miles round about. 
And say, would you believe it, the 
leading factor is STYLE. 

Oh, by the way, just to show 
how well off Madison, Indiana, 
really is, some well-intentioned 
folk made up two huge barrels of 
soup to give away to the town’s 
starving. Yes, and just believe it, 
it was good soup too! But did 
anyone call? No, not one—no one 
needed soup badly enough to call! 
around to get a bowl. 


* * * 


Sesion Putney 
Shoe Company, Richmond, Va., 
rounds out 116 years of continu- 
ous footwear operation—with a 
gain of 356,448 pairs over the rec- 
ord made in 1931. The company, 
which was established in Richmond 
in 1817 by Samuel Putney, dis- 
tributes its product in practically 
every State in the Union. Presi- 
dent A. P. Cone told the stock- 
holders that the year also showed 
a substantial gain in dollar volume. 
Because of the success that the 
company has experienced in the 
western States, 1933 plans call for 
the opening of several new terri- 
tories. 





Avthur B. Butman, 
chief of the shoe division of the 
Department of Commerce, was 
publicly commended by Secretary 
of Commerce Roy D. Chapin 
at hearings before a House ap- 
propriations subcommittee dur- 


ing consideration of the annual 
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Department of Commerce appro- 
priation bill. 

The commendation came as a 
result of disclosure by Secretary 
Chapin that Mr. Butman had paid 
his own expenses to Boston to at- 
tend the four-day convention of 
the New England Shoe and Leath- 
er Association last year. It de- 
veloped that because of heavy cuts 
in the Commerce Department's 
appropriation for the current year 
it was unable to pay traveling ex- 
penses of many of its executives. 
Consequently quite a few of them, 
like Mr. Butman, dug down into 
their own pockets and paid their 
way. 

Representative William B. Oli- 
ver asked Secretary Chapin to 
place the names of these employees 
in the public record of hearings. 
He said the committee appreci- 
ated their unselfishness. 


The new 


makes news! New kiltie tongues 
on sport oxfords have metal studs 
or rivets on their fringes. The 
metal trims are riveted on and so 
the style goes by the title of ‘‘riv- 
eted tongues.” 

Rubber tongues in shoes—that’s 
something new. ‘They're not 
gores, as some might imagine; but 
tongues, oxford style, of rubber 
fabric, embossed so that they look 
like alligator, lizard or other 
leather. 


* OX 


*x* * * 


Fiesoiiere A. Newhoff, 
who served as publicity man for 
the M.A.S.R.A. show at Balti- 
more, scored the biggest newspa- 
per linage for the Baltimore 
show of any of the conventions 
held this year. Every newspaper 
covered the show—pictures, inter- 
views and news stories. 

So we extend the compliments 
of the industry to Baltimore for 
its convention news record. 


* *K 


Henry Ford 


says: ‘We haven’t even scratched 
the surface. There are so many 
wants, so many desires which are 
not being efficiently met. Industry 


hasn't even started to do a job. 
We are on the threshold of an in- 
conceivably bright future. The 
machine age has barely started. 
In the real machine age, to come, 
the dirt and ugliness and confu- 
sion and noise and disregard of 
human rights, which are all about 
us today, will be done away with. 
This is only the ox-cart stage of 
the machine age. I wish I might 
live to see the real thing when it 
comes. We are seeing now the 
passing of an old era and the be- 
ginning of a new one—better than 
anything the world has known be- 


” 


‘le Sport Shoe 
season is being seriously consid- 
ered by wide-awake buyers and re- 
tailers. A survey recently made 
in a number of leading South 
Shore factories indicated manu- 
facturers are unanimous in declar- 
ing that orders for sport shoes are 
being received each day in greater 
volume than at any previous time 
in the past eight years. Leading 
tanners confirm this unusual de- 


mand for sport footwear by citing 
the large demand for white leath- 
er, each request carrying with it 
the demand for early shipment. 


+ * >% 


4d 
Bad times 


do not last forever and to come 
out of them with our good name 
gone would be most disastrous,” 
recently declared James F. Mc- 
Neil, chairman of the board of the 
Thayer, McNeil Company, lead- 
ing Boston retailers. 

Stressing the importance of re- 
taining quality, Mr. McNeil con- 
tinues: “With this idea in mind, 
the prices which the public now 
enjoys are much to their advan- 
tage. The customers of this com- 
pany are family customers; they 
keep on buying from one gener- 
ation to another and the company 
certainly would not consider for 
one moment letting them down 
with footwear other than what 
they have always received of the 
highest quality and workmanship.” 


* * * 


New England makers 


and 
children are using stronger inner 
soles than a year ago—some pay- 
ing higher prices than a year ago 
to secure superior quality. 


of shoes for men, women 


“Pretty tough on Ed—his ol’ man wears a 1012!” 
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The trouser excitement 
from Hollywood will 
simmer down soon, 
we say, to this: 


(1) More trouser out- 
fits worn for sports 
and resorts, like Mrs. 
Harrison Williams’ 
white linen cowboy suit 
shown in the snapshot. 


(2) A greater interest 
in tailored clothes (but 
not trousers) for street 
wear. This mannish 
cape costume is typi- 
cal. The hat is the 
famous felt Fedora. 





What's All This 





About MEN'S Clothes 


Are women going to wear trousers this 
Spring? How far will this mannish fashion 
go? And just what will it mean in shoes? 


Wen Marlene Dietrich took to 
trousers the fashion world sat up and took notice. 
When she wore a man’s tuxedo to a Hollywood first 
night wires buzzed. Headlines blazed. The movies 
have been getting a reputation for starting fashions 
lately, and this is their boldest stroke so far. 

Was it a publicity move? Of course. But it is more 
than “just publicity.” Because it fits in. It ties up 
with a fashion feeling already in the air. A strong 
feeling for mannish things. A decided reaction against 
the funny fussiness of Victorian fashions. The Spring 
coliections are full of tailored clothes. Women are 
thinking along these lines. Marlene’s little gesture 
was well-timed. For this reason the news from Holly- 
wood is something to be reckoned with. 

Well, what happens next? Will-your wife get a 
trouser suit for Easter? Will your customers be buy- 
ing men’s shoes and wearing men’s socks? 





WOMEN? 


By RUTH HARRINGTON 


for 


As window dressing, trouser suits are flaring up 
all over. Russeks, Fifth Avenue, who have a big theat- 
rical clientele, are showing a Dietrich inspired 
tailleur in their window now. Black cloth coat, cut 
like a Tuxedo. Pleated black trousers, satin stripe and 
all. Black Fedora hat. Wanamaker’s recently intro- 
duced a three-piece tailored suit with jacket, skirt, and 
trousers for a “spare.” Several actresses have been 
having fun walking down Fifth Avenue, followed by 
photographers. It’s against the law in some states, 
it seems, to masquerade as a man in public. So one 
them succeeded, finally, in getting arrested. More 
fun. More headlines ! 

All this excitement, as. we see it, will finally boil 
down to this: No trousers for women on the side- 
walks of New York or on the streets of any other 
city. But the idea will have an influence in two ways: 
(1) There will be a much wider acceptance of in- 
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formal trouser suits and divided skirts for resort and 
even for suburban wear. Trousers for strolling down 
the streets of a seaside resort or even for taking 
Friend Husband to the train. These trouser suits are 
very different from beach pajamas. Less naked. More 
tailored. Trouser suits like Mrs. Harrison Williams’ 
opposite. This is how a woman famous for her chic in 
clothes expresses the mannish idea—in the informal 
atmosphere of a resort, where trousers have a reason 
for being and are therefore in good taste. 

(2) The second result of this Hollywood business 
will be a stimulating of interest in mannishly tailored 
clothes in general for street wear. The Spring collec- 
tions are full of tailored suits. Of box coats, swinging 
from the shoulders. Of mannish materials. Checks. 
Glen Plaids. Fedora hats. Capes (see the second 
photograph). If it isn’t carried too far, the Hollywood 
story will help sell the tailored vogue for Street wear 
in general. 


What About Shoes? 


When Wanamaker’s “scooped New York” with the 
trouser suit, they had a conference about the appro- 
priate footwear. And the decision, says John Holden, 
buyer for the shoe department, was to show a typical 
collegiate shoe. The models wore brogue oxfords. 
Plain or with kiltie tongues. 10/8 heels. 

On the other hand, when Russeks showed their 
Dietrich tailleur, they completed the ensemble with 
black patent leather operas. In Hollywood they have 
been wearing both brogues and high-heeled slippers. 

So take your choice, but don’t lose any sleep over 


what women will wear with trousers in the city. That, 
as we said before, is just window dressing. The real 
question is what will women want with the kind of 
mannish outfits that zi/l actually be worn in any 
numbers. 

Take the informal trouser outfit. At the winter re- 
sorts now. At the Summer resort later. The logical 
answer for these feminized trouser outfits is the san- 
dal. In the sandles worn with her cowboy suit at Palm 
Beach, Mrs. Harrison Williams goes to the extremes 
of cut-outs and tinted nails. The wide T strap is a 
more wearable type that fits equally well into the pic- 
ture. Maureen O’Sullivan, the film star, wears white, 
low-heeled T-straps with her white flannel slacks. And 
very appropriate they are. 

It’s obvious that this is going to be a big season 
for low-heeled sport sandal types, for general wear 
as well as for the beach. This trouser outfit idea is 
another argument in their favor. And even mer- 
chants who never handled this type of shoe before are 
thinking about merchandising them now. 

With mannish clothes for town there are two pos- 
sibilities in shoes. The first is the collegiate shoe with 
the low heel, as near to a man’s shoe as possible. This 
shoe will be worn by younger girls (and by some of 
their older sisters, too), with their tailored things. 
The success of the low-heeled “trench oxford’ this 
season points the way. 

The second type of street shoe to fit in with the 
tailored vogue are the type shown in the photograph. 
Call them “town trotters” or what you will. Their de- 

[TURN TO PAGE 42, PLEASE | 


In shoes the mannish vogue gives a new importance to ‘‘town trotter” 
types again, not to be worn with trousers, but to complement tailored 
Spring clothes in the mannish feeling. Photo shows several patterns. 
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Greatest Racket of Them All 
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Credit Manager 
L. Bamberger & Co. 
Newark, N. J. 


W. have been reading a great 
deal about rackets and racketeers during the last 
few years.. They have been taking their toll of 
hundreds of millions of dollars a year from indi- 
viduals and from industry. These rackets are in op- 
position to the law and the offenders are severely 
punished if caught. Their position is made some- 
what more secure because some crooked political 
boss or some crooked police official received some 
direct or indirect benefit which induces him to fail 
to give us the protection we have a right to expect. 

1 want to tell you about the daddy of all these 
rackets. It is one that has been costing us over 
a billion dollars a year. It is one that is made 
possible in large part because it is protected by a 
ramshackle, rickety old Bankruptcy Act enacted 
in 1898 and changed practically not at all since 
that time. Some real efforts are now being made, 
however, to correct the faults which have been 
responsible for the heavy burden bankruptcy has 
placed upon the shoulders of modern business. 
There is a growing hope that a more healthy 
condition will develop. 

During the past forty years, there have been 
some remarkable changes in our business methods. 
Approximately one-third of everything we make 
today was unheard of prior to the blizzard of ‘88. 
Since then we have thawed out considerably. 
Practically all consumer sales were for cash. 

Now we sell nearly twenty-five billion dollars 
a year upon retail credit, which is approximately 
47 per cent of the total retail sales. 

Installment selling campaigns have induced 
debtors to purchase beyond their means. The 
extension of credit without sufficient credit in- 
formation has resulted in losses which no change 
in the law can correct. The creditor alone can 
change this condition. The debtor, however, is 
encouraged to purchase beyond his ability to pay 
because it is no trick at all to be discharged from 
obligations which should never have been incurred. 

The depression has only aggravated the evils 
produced by our Bankruptcy Act. Individual 
bankruptcies are increasing now three times as 


BANKRUPTCY 


fast as mercantile bankruptcies. The proportion 
of wage earners in bankruptcy has increased from 
28 per cent of the total number of bankruptcies in 
1910 to 48 per cent in 1929. They represent 20 per 
cent of all the liabilities. In 88 per cent of the 
wage-earner cases there were no assets at all. 

In the year 1929 it is estimated the liabilities 
wiped out by wage-earners bankruptcies amounted 
to $175,000,000. Practically all of this falls on the 
retail trade. Twenty-three per cent of the wage- 
carners failed to apply for a discharge as against 
15 per cent of the non-corporate mercantile bank- 
rupts. Apparently this is due to carelessness on 
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the part of their attorneys. These attorneys con- 
sider bankruptcy the same as discharge. 

Do you know the losses in your own business 
by bankruptcy? The Credit Bureau of Greater 
New York covered the experience of one of their 
member department stores for the years 1930 and 
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This store does a charge business in excess 
Their analysis of bank- 


1931. 
of $10,000,000 a year. 
ruptcy accounts is probably typical of what you 
would find. 


Experience for two years: 


Number of Accounts 
Total Amount Owed 
Average Amount 


$11,896. 


No. Amount 
+ 2d $5,222 
1,472 


Business proprietors Pee 
Business Executives & Salaried Men 9 
Capitalists 34 
Bankers & Brokers 752 
Doctors, Dentists & Lawyers : 735 
Contractors & Builders 5 762 
Salesmen Kd 515 
Teachers 40 
Alimony 527 
Miscellaneous 1,837 


11,896 
Total Dividends in two years, $244. or 2% 
Bankruptcy meant almost a complete loss to this 
store and there was little inducement to attend 

















EVERY MERCHANT SHOULD KNOW 


That individual bankruptcies are increasing now three 
times as fast as mercantile bankruptcies. 


That practically all of this falls on the retail trade 
for approximately 47% of the total retail sales are to 
credit accounts. 

That more than 50% of the bankrupts are wage 
earners. They file because they fear their wages will 
be garnisheed. 

That debts contracted within four months of bank- 
ruptcy shall be construed—intent to defraud. 

That discharges should be suspended where the bank- 


ruptcy has been brought about by speculation, extrav- 
agance and kindred causes. 


That some method is proposed of amortizing or 
spreading settlement of the debts of individuals. 


What can be done to safeguard the merchant 
creditor? 








creditors’ meetings or to throw good money after 
had in making an investigation. 

Mr. Lloyd K. Garrison considered the bankrupt 
when he wrote the following for Credit & Finan- 
cial Management in August, 1932: 

“Let us consider the wage earner or salaried man, or 
professional man who has fallen behind, who is in debt and 
cannot meet his debts but has earnings sufficient to pay 
them off if given time. ‘Today his only recourse, when 
pressed by his creditors, is to be adjudged a bankrupt and 
wipe the slate clean. Many debtors of this sort get into 
the hands of loan sharks in a fruitless effort to stave off 
their creditors.” (In the year 1931 the wage earners 
borrowed two billion dollars from these “loan sharks” and 
one half of this amount was spent in paying debts. 

The proposed bill provides a remedy for the honest 
merchant and the honest wage earner. 

The staggering losses caused by bankruptcy do 
not evaporate into thin air. Solicitor General 
Thomas D. Thatcher said the annual bankruptcy 
losses of approximately one billion dollars must be 
reflected in prices and passed on to the consumer. 
It was therefore, the problem of the Government 
to reduce these losses and have the law adminis- 
tered cheaply and honestly. 

The Hastings Bill, having been introduced by 
Senator Daniel C. Hastings of Delaware on Feb- 
ruary 24, 1932, following a special message to 
Congress by President Hoover, injects certain new 
principles not found in the present law. It has 
been endorsed in principle by the leading trade 
and credit organizations of the country, and is, 
therefore, entitled to our careful consideration. 

We must.admit that a system which wipes out 
a billion dollars of liabilities in avyear is sufficiently 
clothed with a public interest to require an earnest 
effort to secure some relief. 
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The retailer is interested in the following pro- 
visions in the proposed new Bankruptcy Act: 


1. A discharge shall not release the bankrupt from in- 
debtedness for the necessaries of life. 

2. That in the case of debts contracted within four 
months of bankruptcy, the burden of proof shall be 
on the bankrupt to establish that they were contracted 
in good faith. 

3. That no voluntary petition should be permitted to be 
filed unless the debtor owed a minimum of $500.00 in 
unsecured indebtedness. 

4, A suspended discharge shall be given to a debtor who 
makes an agreement with his creditors for the pay- 
ment monthly to the creditors of all income over and 
above an agreed upon amount during a period of two 
years. 

5. The wage earner may amortize his debts by an agree- 
ment signed by the majority in number and amount of 
his creditors, and during the period of amortization 
the debtor shall not be liable to garnishment or execu- 
tion or other action by his creditors provided he has 
faithfully carried out his agreement. When the debts 
have been paid, he shall be given a full discharge 
without the stigma of bankruptcy. 











The root of all the trouble lies in the provisions 
of the present Act applying to discharge. Dis- 
charges are now granted as a matter of course in 
the great majority of cases, and it is only rarely 
that the granting of a discharge is preceded by an 
adequate and thorough investigation. Under the 
present Act, unless a creditor takes the initiative 
to block the discharge the court has not jurisdic- 
tion to deny an application even though the debtor 
may at the time be lodged in jail. Bankruptcy dis- 
charges are now little more than a “commercial 
jail delivery.” Discharge is a privilege to be 
earned and not a right to be granted because it is 
asked for. The wholesale discharge of bankrupts 
encourages dishonest and reckless disregard of 
just obligation and thus destroys the integrity of 
the individual. These debtors are turned back by 
the thousands into the trading community and en- 
couraged to repeat their offenses with impunity. 
The proposed bill gives the Court jurisdiction 
either to grant or deny an absolute discharge, or 
to suspend a discharge for a period not exceeding 
two years. 

More than 50 per cent of the bankrupts are wage 
earners. They file because they are afraid their 
wages will be garnisheed and there is no other alter- 
native. It is proposed to permit them to amortize 
their debts (Section 75). They would file a peti- 
tion. The court would appoint a trustee and call 
the first meeting of creditors. Arrangements 
would then be made for the debtor to pay a certain 
amount regularly over a period of not more than 
two years. The court may increase or decrease 
the amounts to be paid, and dismiss the case when 
all the debts have been paid. If at the end of the 
period all the debts have not been paid and the court 
is satisfied this was due to no fault of the debtor, then 
the court shall grant him a discharge, including debts 
for the necessaries of life. 
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[, Buffalo one of the 
companies which has vigorously met the trials of the 
depression is the J. N. Adam Co., a department 
store, and one of the most successful units of that 
store is the juvenile shoe mporent over which 
Floyd Page presides. 

The juvenile shoe department ended 1932 in a 
better way than it did 1931, both in volume and 
profits, although it had to extend itself to sell two 
pair of shoes where it sold one before in order to 
realize the profit and dollar volume to which it had 
accustomed itself. 

The showing is all the more remarkable as this 
was the first year of Mr. Page’s service with the 
store and although he has been a shoe man for 20 
years. 

In telling the correspondent of Boor & SHOE 
REcoRDER how he made 1932 a better year than 1931 
for the juvenile shoe department for J. N. Adam, 
Mr. Page said: 

“When I was put in charge of the juvenile shoe 
department, I was instructed to increase good will 
toward the store by all means and to employ no 
methods that would hazard the standing of the store 
with the public. The objective was to employ the 
resources of the department toward building up for 
the period when money would flow more freely and 
people would buy more frequently. Therefore, I de- 
termined to employ straightforward business methods 
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Concentration 
Helps Juvenile 


Shoe Section 


How the Children’s Department of a Buffalo 
Store Improved Volume and Profits in 1932, 
At the Same Time Building Good Will 
for the Anticipated Period of Business 


Recovery 


and do nothing that would smack of high-pressure 
selling methods. Above all, to give full value for 
every dollar our customers spent in the store for 
shoes. 

“First, I cooperated to the fullest extent with the 
chief source of our juvenile shoes. Every week, as 
regular as clock-work, I would meet with the factory 
representative and we would thoroughly go over the 
stock in the store and immediately replace any missing 
sizes or types. We left nothing undone to maintain 
at all times a balanced stock and it was not long 
before that feature of our policy reflected itself among 
our customers. 

“People began to realize that they could always 
get what they wanted at our store insofar as any 
standard type or size of shoes was concerned, and 
of course they told their friends. We maintained 
the full range even through Triple A’s. These fre- 
quent meetings with the factory man were productive 
of the greatest good. We not only looked after the 
stock but also exchanged the latest ideas in successful 
shoe merchandising and the cooperation the factory 
extended me could not have been more enlightened 
or wholehearted. 

“Second, on the first three days of each month I 
held a special sale of shoes which were made accord- 
ing to specifications I furnished the factory and 
which were priced very attractively. This sale was 

[TURN TO PAGE 48, PLEASE] 



































Boot AND SHOE RECORDER 
combining THE SHOE RETAILER, Feb. 18, 1933 


Successful Solutions 


By JOHN METCALF 
Lansing, Michigan 








































Ww. find, after our shoes 
are bought, we’ve got to sell them. That is the big job. It 
is difficult to buy them, but they’ve got to be sold after 
they're bought. 

What should the service of a store of our type cost? 
We demand that our salesmen look the part, and we don’t 
find that over-anxious, commissioned, half-starved salesmen 
are good assets for our business. Every time a man starts 
forward as the door opens and the customers come in, he 
represents our institution, and in my opinion it is a pretty 
hard thing to figure out just what a salesman should cost 
in these times. 

It is very easy for us to hire cheaper men at the present 
time—men on commission. We pay straight salary. 

In many stores where the number of selling employees 
has been burdensome, a little study as to the shopping habits 
and hours of each store’s customers has brought out a solu- 
tion to the problem. In some of the stores a skeleton force 
has been retained to handle the early morning business, while 
the other employees, who might otherwise have been left 
entirely without work, are used to augment the sales staff 
during the rush hours from eleven to five. 








HE address of Mr. Metcalf at 

the Merchandising Clinic on 
“Store Management in 1933,” at 
the N.S.R.A. Convention, and the 
discussion that followed, proved 
that few retail shoe merchants to- 
day are without the problem of sell- 
ing costs, salesmen’s salaries and 
how to share the work among the 
salesmen and still maintain their 
enthusiasm and selling energies. 

The sales staff today is the mo- 
tivating force in every shoe store. 
Dependent upon them to a large 
degree is the responsibility for the 
stores volume. Some of the very im- 
portant shoe minds of the country 
participated in these discussions 
and took away from the meeting an 
answer to today’s problems on the 
cost of selling a pair of shoes. 
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of Today's Difficult Sales Problems 


The rush hours of course vary with the stores. In 
our city it is the capital city and we have the rush 
hour, as a rule, between eleven and one, which makes 
it very difficult due to the fact that these girls are 
mostly all State employees and the office executives 
are very rigid as to what time the girls get back to 
work. The same with the employees of the automo- 
hile factories. They no more than get into the store 
than they want to be waited on and leave right away, 
which requires a large sales force. 
People today demand such speedy service. 
In a survey of methods of payment of selling em- 
plovees in 376 Gulf Southwestern stores, principally 
department stores, 
87 paid by salary and commission, 
8 paid by drawing account and commission, 
2 paid by commission alone, 

34 paid by salary and bonus, 

238 paid straight salary, 
7 paid by miscellaneous plans. 

Some of the stores in this survey deliberately pay 
high commissions in departments which the stores 
are endeavoring to build up, with the idea that after 
the departments are established the commissions will 
be reduced. 

How can sales, retail sales, be increased ? 

1. Sell larger quantities. 
Sell two or three pairs of various types of 
shoes to the same customer. 

2. Sell better qualities of merchandise. 
In many cases the customer can be fairly 
easily induced to buy a little better article than 
he came in for if the sales person will intelli- 
gently point out to him the benefits of having 
the better thing. 

This is an important point. We find that good, 
efficient salesmen, men who are intelligent, will talk 
a $5.00 customer into a $7.50 shoe in our business in 
37 out of 100 cases, or 37 per cent raised from a 
lower to a better shoe. That is a good percentage. 

3. Sell related articles. 
Few things are ever used absolutely by them- 
selves. There is always something associated 
with them. Shoes call for hosiery, shoe trees, 
garters, cleaners, etc. 

I was quite interested the other day in seeing some 
figures along this line—how many pairs of hosiery 
were sold, what percentage of hosiery was sold to 
shoe customers. We pay five cents a pair. We find 
that we can make plenty of money in hosiery if we 
pay a nickel a pair. 

4. Sell seasonal items. 
Customers cannot be expected to remember 
what is in season ; it must be called to their 
attention. 


For instance, in parts of the country that have 
snow and cold weather, there are certain types of 
shoes. This being a reptile season, we find sales 
being made in reptiles at present. I presume you all 
find the same thing. 

5. Sell novelties. 

There are many novelties available for shoe 
stores to sell and at this time, when all extra 
volume counts, it is certainly worth consid- 
ering. 

I have a man working for me who used to work 
for a large shoe .organization. He taught us a lot 
about selling. I had one man who sold a gress of 
polish in one week. That gives you some idea of 
what you can do in selling small things. 

We sell many pairs of shoe trees. We have a 
special tree built that we sell for a dollar. We find 
the average man comes in and if you say a dollar and 
a half for a tree he says, “I'll think it over. I know 
I need them but the next time I'll buy them.” We 
sell this tree for a dollar and we can click in about 
seven out of ten cases. 


W. have a store that has been in 
the same location 70 years, an old, established busi- 
ness. My landlord is the former owner of the store. 
He is a very rigid type of man, who insists upon 
his rent, but by placing our figures before him we 
were able to reduce our rent 331/3 per cent and 
we reduced our salesmen 50 per cent and make them 
sell smaller things and findings. Their income is 
about 75 per cent of what it was before because they 
sell small things such as hosiery, and we work the 
P. M. section strong. We try to keep our stocks clean. 

I’d be interested to know from someone else in this 
group about their selling cost. That is the thing | 
came over’ to this convention to find out. What 
should we pay in a good store, a quality store, to sell 
shoes?. It cost us last year about 8.7 per cent for 
salesmen, and we’re high. Six or seven per cent is all 
you can pay and be thrifty. I’d like to hear from 
somebody else in this group. 

The open forum discussion following the address 
is herewith given in part. 

Mr. Paut Seicet (O’Connor & Goldberg) : Does 
that 8.7 per cent include P.M.’s? 

Mr. Metcatr: Yes. We figure P. M.’s in the 
selling cost. We don’t take the mark-down when we 
put the P. M. on. 

Mr. W. J. Crawrorp (Peoria, Ill.): I’d say that 
was low for a high-grade store. 

[TURN TO PAGE 31, PLEASE] 
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“NEW SHOES EACH SEASON 





GROVER A WHALEN 
SEVEN 





EW YORK 
Noveaber 14, 1952 


ur. J. J. Lyons, Chairman 

Tanners Association 

17 Battery Place 

New York City 

Dear Ur. Lyons:- 

1 am not surprised to learn from you that the shoe industry have sensed a de- 
cided trend towards summer wear in shoes no less than in the other items of 
wen's attire. 

The question might properly be asked "Why have men waited so long to seek com- 
fortable summer shoe attire?" The only answer that 1 can think of is that sen 
have not the style and comfort sense that women have. Men have sought to throw 
ell sorts of safeguards around their physical being yet in the matter of shoes 
for summer wear, they have never insisted upon that comfort that can only be 
realised from shoes that are light in weight, properly ventilated as well as 
in good taste for the office and the street. 

ty om experience with the shoe wardrobe shich was presented to me by your 
industry, has resulted in « great sense of comfort and happiness and dur- 
ability in the wearing quality of summer shoes. 


1 congratulate you upon your campaign to stimulate the selling of sumer 


"iia ° Z 


hoes a5 & greet boon to men. 











ree new and vital is 
stirring in the world of fashion. Perhaps it symbol- 
izes the spirit of revolt in the minds of men and 
women everywhere against things as they are. Per- 
haps it is merely an urge for escape from drab reali- 
ties. Possibly it marks the beginning of a new cycle 
in style, a reaction from trends and traditions too long 
prevalent, an impulse toward a freer and saner man- 
ner of life. 

Hollywood goes to the extreme of trousers for 
women. Other fashion centers, more conservative, re- 
port a return to tailored types of apparel, a style that 
symbolizes a definite departure from tradition, a 
throwing off of restraint and a determination to 
achieve a new freedom. 

In men’s apparel, the change is not so abrupt. 
Changes in men’s apparel seldom are. Yet here, too, 
we see a disposition to depart from the customs of the 
past. Clothing designers, in convention, discuss the 
prospect of gray derbies for Spring. If that can hap- 
pen, nothing should cause astonishment. There is no 
particular reason why a man should not wear a gray 
derby. It just hasn’t been done. The point is that the 
attitude of extreme conservatism, the adherence to 
tradition, which in the past has caused men to wear 
certain types of apparel and refuse to wear others, 
seems to be loosening its grip on the male of the 
species. Any sound or logical style promotion today 





FOR MEN 


Industry Seeks to Energize Sales 
Through a National Promotion, Em- 
bracing Appropriate Types of Summer 
Footwear in Diversity of Leathers, 
Thereby Restoring Seasonal Balance 


and Developing More Volume 


stands a good chance of success, providing it is in line 
with the trends of the times. Anything that con- 
tributes to comfort and the freer enjoyment of life is 
decidedly in line. 

An important group of shoe merchants, shoe manu- 
facturers and tanners have therefore concluded that 
this is the logical year to declare a new foot freedom 
for men, to write a declaration of independence from 
the discomfort of heavy weight shoes in Summer, to 
sound a keynote of foot freedom and flexibility in 
shoes, to launch a new style promotion which, with 
the united support of the industry, should also prove 
a profit promotion for merchant, manufacturer and 
tanner. 

Industry, and particularly the men’s shoe industry, 
needs the forward impulse that comes from new ideas. 
This year, of all years, the whole country needs that 
impulse. For every extra pair of men’s shoes sold at 
retail means, not only an extra profit for merchant 
and manufacturer, but an extra wage for workers all 
along the line of production, transportation and dis- 
tribution. ; 

It is only by launching a bold and resolute attack 
against depression on every front that progress to- 
ward prosperity can be made. If everyone leaves it 
to the other fellow, if merchants and manufacturers 
retreat behind a barricade of cautious conservatism 
and refuse to take part in the offensive, then no 
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A suggested men’s shoe wardrobe for Summer, combining comfort and style appeal. Grover A. Whalen, former New York Police Com- 
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missioner, now at Wanamaker’s, New York, received a wardrobe of Summer shoes similar to the above and gave them his endorsement 
in the letter reproduced on the opposite page. The shoes illustrated in the photograph are of goatskin. 


ground can be gained and standing still means further 
loss. If everybody leaves it to the new administration 
to make business better, then the New Deal can prove 
no more effective than the old. Only a united offen- 
sive can capture the objective in 1933. 

This year of all years business men must be bold 
and courageous. They dare not hesitate to try new 
things, and having determined to try they should 
make use of every instrument of promotion and pub- 
licity to make the trial successful. This does not 
mean that anyone should plunge recklessly; it is no 
time for that. But in the present situation, inaction 
holds more peril than a bold, courageous advance. 

Selling one seasonal type of 
shoe the year round reduces the 
contact with the customer to an ir- 

- reducible minimum. What the 
men’s shoe business of this coun- 
try needs more than anything else 
is increased traffic of customers in 
the shoe store, interest in footwear 
for a purpose, a use or a fashion. 
What can be done to encourage a 
diversity of footwear for men? 
The best approach is the recom- 
mendation of a change — “New 
shoes each season.” 

Man is much more tolerant of 

a diversity in footwear than ever 
before. He will accept sport shoes 
because they are radically differ- 
ent. Can he now be taught to ac- 
cept standard shoes that are differ- 
ent in materials? This season the 
trade is attempting to bring about 
a receptivity on the part of man to 
a diversity of materials. Women 
will accept everything from artil- 
lery leather to snakeskins. Why 
not men? A national promotion 
is now in the making to encourage 
some diversity in materials in 
men’s Spring and Summer sea- 
sons’ footwear, through the use of 


ings. 


A NEW GOATSKIN FINISH 
FOR MEN’S FOOTWEAR 





With Scotch plaid weaves in the new 
light fabrics for men’s suitings for Spring 
and Summer, there is seen the possibility 
of light grain leathers in footwear to 
harmonize with the lightweight attire. 
These fabrics are not the heavy Harris 
Tweeds but the very lightest sort of suit- 


Several goat leather tanners have created 
grain finishes in men’s weight leathers 
that can rightfully be termed “Summer 
Scotch Grains.” After considerable study 
in tanning and embossing, they have now 
achieved a leather that holds the print. 


goat leather. It is a significant development. 

Goat leather for men’s shoes is made from the 
skin of the mature animal and consequently is sturdy 
and masculine in character. It is light and pliable, 
has unique ventilating qualities and affords maximum 
in comfort. Long, silky intertwined fibres give it 
exceptional strength, and this texture also provides 
a distinctive soft feel which makes goatskin remark- 
ably comfortable. 

Smart styling has been combined with the recog- 
nized natural advantages of goat leather by leading 
manufacturers to produce new types for Summer 
wear, designed to replace Winter shoes when men don 
straw hats and lighter clothing. In 
other words, it is going to be both 
wise and fashionable to take a load 
off your feet when the mercury 
goes up. The promotion of light- 
er uppers of shoes for Summer is 
a means of restoring seasonal busi- 
ness to the shoe industry which 
fell by the wayside when boots 
made their exit in favor of low 
shoes for all seasons. 

The growing demand for men’s 
Summer suits, including Palm 
Beach, linen, seersucker and tropi- 
cal woolens, is a trend which 
should have beneficial effect upon 
men’s shoe sales. Shoes which 
have been through Winter snows 
have no place with attire of this 
nature. The clothing business cap- 
italizes differences in weight and 
material to create additional busi- 
ness, a course which is open to 
shoe manufacturers and merchants. 
Contrast between heavy Winter 
wear and light Summer wear shoes. 
creates a sales opportunity, and the 
lighter types appeal both from the 
standpoint of appearance and com- 
fort. 

[TURN TO PAGE 42, PLEASE] 
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Barter Is Poor Business 


[, some 180 communities in 
this country there are in development barter markets. 
As a novelty feature of the depression, it may have a 
vogue comparable to miniature golf—for barter is but 
an imitation of real business. Like miniature golf, it 
too will fade when the flush of novelty ceases. 

Barter implies that real money is lacking and that 
people can trade goods and services without the 
medium of money. As an institution, bartering is not 
new. In rural communities “exchanges” exist where 
farm wives can bring in a pan of biscuits or a dozen 
eggs and exchange them for hand-woven socks and 
sometimes cash. But it is an aimless, wasteful and 
tiresome substitute for straight business. 

The barter exchange has too much of the feeling of 
the old clothes dump. America has enough common 
sense not to express “pride in poverty” by emphasiz- 
ing barter of old things for old things—the “flea 
circus” idea is not clean nor wholesome business. 

It is true that there is plenty of money, but, in the 
same breath, one has to say—‘try and get it.” The 
money is here but it is not getting its proper turnover. 

Some communities have issued “closed bank certifi- 
cates,” printed on paper or ply-wood. The novelty of 
wooden money that can be exchanged for goods in one 
town only is just another scheme, patterned on scrips 
and tokens. In an emergency way they are acceptable 
because ultimately they will be exchanged for real 
money. But the idea of a town setting up its own 
medium of exchange is wrong, for it doesn’t increase 
trade or self-respect within the community. It is not 
legal tender. There is no satisfactory exchange sys- 
tem for business other than the use of United States 
currency. It is the natural medium of exchange for 
all business. Any emergency relief scrip is a poor 
substitute for dollars that are good in the next town, 
the next state and any place in the world. 

But these devices emphasize» more than anything 
else the need for expanding credit. There is money 
enough in this country to transact as much or more 





business than was done in 1929. There is much money 
lying idle. 

One of the things that follows along after a 
barter period is business by consignment. Con- 
signment is a device that has less merit in it than 
even barter. The vendor does not respect the con- 
signed goods for he has no obligation, risk or re- 
sponsibility in them. 

Let us hope that with the beginning of Spring, all 
these forms of moving goods without cash or credit 
will be discontinued. 


The shoe man may say 
that as far as he is concerned the barter market plays 
no part in his scheme of things ; but actually he suffers 
because retailing in all goods, with money as the basis 
of exchange, increases turnover, demand and _ use. 
Barter is not business and never will be. A shoe man 
cannot pay his distant bills with butter and eggs and 
goods taken in barter in his store. For the next step 
along after the barter market is for people to come 
into regular stores and offer to trade goods for goods. 

Do not encourage forms of business in your com- 
munity that are not based on the use of sound money. 
Communities that try wooden or fiat money will find 
out that in the end merchants will have a bundle of 
worthless scrips and tokens instead of sound dollars. 
Local newspapers may play up the barter markets as 
novelty news but they too will suffer the recoil. It 
may seem to be an emergency method of exchange but 
it actually is a prime example of the indolence of cash 
and credit. 

There is nothing wrong with the idea of exchang- 
ing goods for sound money. There is everything 
wrong with the idea of swapping goods or horses with 
no responsibility for flaws and misrepresentations. 
When you buy for cash there is back of it honest deal- 
ings and the responsibility of exchange. Barter 
tightens up exchange. The use of money liberalizes 
exchange. 
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ROBERTS, JOHNSON& RAND 


Branch of International Shoe Co. 


ST. LOUIS, MO. 


When writing advertisers please mention Boot and Shoe Recorder 
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quality servant of 


K-E-TAYLOR CORP. 


for many years in their famous 
lines of men’s shoes— 


0-SO-SNUG 
and 


O0-SO-EZE 


Maintaining quality standards is the keystone of 
the Taylor merchandising policy—and their con- 
tinued adherence to Ruby Kid says volumes for 
the quality uniformity of this popular black kid. 


JOHN R. EVANS & CO. 


CAMDEN, NEW JERSEY 
BOSTON 


CINCINNATI 
MILWAUKEE PHILADELPHIA ST. LOUIS 





When writing advertisers please mention Boot and Shoe Recorder 














A window display is really nothing more nor less than a life-size advertisement of your merchandise in three dimensions. 
Note how effectively they are combined to produce a telling effect in these 


tration, layout and selling story are all important factors. 
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Caption, illus- 


Spring display suggestions, which were featured in the Bob Smart exhibit at the N.S.R.A. convention in Chicago. 


Make Your Spring Windows 


Produce Sales 
at a Profit. . . 


her's a new shoe season 
just around the corner. Retailers everywhere are 
preparing for it, realizing that success or failure in 
the Spring of 1933 will have a vital bearing on the 
tuture of their business. Judging from every indi- 
cation, it promises to be a season of keen and unre- 
mitting competition, of high pressure selling and in- 
tensive sales promotion. Every merchant, every- 
where, is out to get his share of the business. 
Never in the memory of most merchants have shoes 
been bought, so carefully, with the object of giving 
the most for the money in styles, values and service. 





Tell the Public About Price but 

Don’t Let Price Appeal Dominate 

Your Selling Story in the Coming 
Season 


The shoe-buying public will get a break this Spring, 
wherever it buys its shoes. But the trouble is the 
shoe-buying public, or a large part of it, doesn’t know 
that. And, being keenly desirous of getting the most 
for its money in styles and values, the public, this 
Spring, will be shopping around and comparing mer- 
chandise more critically than ever before. 

If the general public were fully informed as to 
shoe values, if the average man or woman could rec- 
ognize style and value when they saw it, there 
wouldn’t be much of any problem of sales promotion. 
The trouble is that most people believe the fellow 
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The 


Chemist 
BUTTONHOLES 


of aseries of penand 
No.8 camera panes in 
a modern tannery, tracing 
the successive operations 
in the conversion of raw 
goatskin into Glazed Kid. 


Surpass’ chief chemist has just 
stuck his head out of a nearby door 
to find out how we are enjoying our 
trip through the tannery. 


Asking us to stop in his office, he 
says: “You might have wondered what 
has been happening to the skins in 
each process, so I’ve arranged to show 
you.” Pointing from time to time 
to a drawing on his desk which he 
explains is a diagrammatic picture 
(like the one above) of the way a 
raw, unhaired skin would look under 
a microscope, he tells us the follow- 
ing story: 


“Skin is made up of three main 
layers. The outside, exposed layer 
(B, in the diagram) is called the 
epidermis, or the stratum corneum 
(‘stratum’ is Latin for ‘layer’), and 
is made up entirely of dead cells. 
Immediately beneath this, is the 
‘Malpighian’ layer (C), composed of 
living cells that are continually re- 
placing the cells of the stratum 
corneum. Then comes the corium 








US 

















Diagrammatic Sketch of a Cross Section of Kid Skin 


(D), the real skin, made up of closely 
interwoven fibres—the thickest and 
strongest of the three layers, and the 
only part of the skin that becomes 
leather. 


“Here and there, the corneum ana 
Malpighian layers form little pockets 
(E) in the corium, in which a group 
of cells (F) multiply and die so 
rapidly that a solid, thread-like mass 
of dead cells is pushed out to form 
what we call a hair (A). At the base 
of each hair is a little gland (E) 
that greases it. 


“Liming, which we saw in sketch 
number 3, eats away layers (B) and 
(C), and swells the corium so that 
the hairs drop out at the slightest 
touch. Naturally, the tiny pockets in 
the skin are seen as little pores, and 
it is these that form the ‘grain’, or 
characteristic markings of different 
leathers such as pig, Kid, kangaroo, 
etc. 


“When the Puering process brings 
down the swelling caused by the lime, 


the fibres at the top of the corium 
are packed together so tightly they 
present a compact ‘surface’ which can 
be highly glazed and burnished. In 
the tannery, this surface is called the 
‘enamel,’ and if it is eaten away by 
mishandling of the chemicals the re- 
sulting surface is much coarser and 
is less beautiful and glossy when 
finished. 


“Tanning protects the skin from the 
influence of outside elements by de- 
positing a metallic (chrome) coating 
around each fibre. Fixing makes this 
coating more permanent and more 
resistant. After the fixing process the 
corium is at last permanent leather. 


“It looks simple on paper, doesn’t 
it?” he ends “But if any one of these 
processes isn’t done exactly right, how 
easily the skin can be spoiled! It 
takes skill, a great deal of experience, 
and real patience and care in details 
to prepare skins that will be strong 
and pliable and that will improve in 
beauty.” 




































As you might know, these sketches, 
tracing one particular lot of skins through 
a modern tannery have been appearing 
now for more than two months. We will 

‘finish our journey in six more sketches, 
during which we will see the skins slowly 
transformed from their present condition 
into beautiful pieces of soft, strong, pli- 
able, and highly glazed kid. Here is a 
list of the sketches that have already ap- 
peared, and of the ones that are yet to 
come: 


1. The Raw-Stock Warehouse 

2. Soaking, Milling and Trimming 
3. Liming 

4. Unhairing 


5. Fleshing 

6. Puering and Tanning 
7. Fixing 

8 


9. Sorting, Shaving and Coloring 
10. Drying and Seasoning 

11. Staking 

12. Glazing 

13. Measuring and Grading 

14. The Finished-Stock Warehouse 


We wish that you would write us and 
Tet us know whether you have been enjoy- 
ing the series. We have believed this story 
would prove of real interest to everyone 
in the business of making or selling 
shoes, and we want to know if you would 





like to see it gathered into booklet form, 
perhaps with a few more details added 
in regard to the characteristics of the 
various grades of kid. 


We are very proud of Kid that bears 
the Surpass trademark. We feel that 
whenever kid is bought or specified (of 
whatever weight or nature) the buyer is 
certain to get the best in beauty, endur- 
ance, and value in a Surpass kid. That 
this opinion is shared by the leaders of 
the Boot and Shoe Industry is attested to 
by the fact that our own tanneries in 
1931-32 produced more than 27% of all 
the Black Glazed Kid made in America. 





SURPASS 


LEATHER CO. 








Black and colored glazed kid for 
outside stock and linings (also gen- 
uine Kangaroo) can be obtained 
from Surpass in any grade and 
of standard unvarying quality 
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A December display of shoes for Spring, which attracted a lot of attention in the window of Maynard’s Boot Shop, Lewiston, Maine, and 
was om ae of the earliest retail displays of Spring footwear shown anywhere in the country. They were samples made by Ault- 
., Auburn, Maine, for display at the N.S.R.A. convention in Chicago and were given a pre-seasonal showing as a window 


publicity feature. 


who can tell the best story. And so, in a year like 
this, when almost everybody has a tall story to tell, 
it becomes of vital importance to get your story over 
in a manner that will carry conviction, inspire belief 
and confidence and thereby create sales. There’s no 
place where you can tell a more convincing story 
than through your windows, if you make the most of 
the opportunity that they afford. 

This Spring of 1933 calls for a New Deal in win- 
dow selling. Window display isn’t enough. It will 
not suffice merely to SHOW shoes in your windows. 
You must put your windows on your sales force and 
make them active, busy, successful salesmen for you. 

How can that be done? = It’s an individual prob- 
lem to a large extent, which the individual store must 
solve in its own way, but there are certain general 
principles that every store can and should apply. 
There is one way, at least, in which you cannot make 
your windows sell shoes. You cannot do it with a 
purely price appeal. Not that the public isn’t inter- 
ested in price. It is keenly interested and rightly so. 
Not that price should be soft-pedaled entirely. The 
public must know what price you ask for your shoes 
and the average window display should show price 
cards. But if you merely shout price to sell your 
shoes, there will be others who can shout much 


louder than you and your voice wil! be lost in the din. 

Spring marks the beginning of a new season in 
shoes, and season itself is a selling story of tremen- 
dous power. It isn’t an effective story for your 
windows, though, until you dramatize it, surround it 
with life, color, atmosphere and suggestion of the 
part your shoes can play in the sort of things that 
people like to do in Springtime. 


Give your initial showing of 
Spring shoes, whenever it may be, an effective pres- 
entation in your windows. Provide some attractive 
new backgrounds, using wallboard, painted in a 
Spring color, and use some soft hangings of duvetyn 
or other inexpensive fabric to enhance the effect. 
Arrange if possible for an appropriate illustrative 
treatment in the background. A cut-out figure in felt 
or board painted in an attractive color is effective. 
Find an illustration that is smart, attractive, full of 
life and action and have it drawn by a commercial 
artist or sign painter on the background or on an- 
other board, from which the silhouette can be cut out 
by jigsaw. If drawn on felt you can cut it out 
yourself. 
; [TURN TO PAGE 48, PLEASE] 
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A. H. Geuting, president of the National Shoe Retailers Asso- 
ciation, was startled by a cowboy yell when he stepped off a 
train at the Texas and Pacific Station in Fort Worth, Texas, 
to attend the Texas Shoe convention. He is shown getting out 
of “Black Maria,” police patrol. Sam A. Justin, shown in big 
hat, boots and other Western regalia, delivered the official 
yell. District Judge Marvin Brown (right) is presenting Mr. 
Geuting with a writ of habeas corpus “freeing” him from the 
grip of the law. 


yr largest shoe convention 
since 1926 and the second largest in the history of the 
three organizations convening, the Texas Shoe Retail- 
ers Association, the Oklahoma Shoe Retailers Associ- 
ation and the Southwestern Shoe Travelers Associa- 
tion, was the distinction given the “South’s Greatest 
Shoe Show,” which ended its sessions at the Texas 
Hotel in Fort Worth on February 8. 

W. A. Harris, Fort Worth, was again elected pres- 
ident of the Texas Shoe Retailers, and Dallas was 
unanimously selected as the 1934 convention city for 
the combined shoemen’s associations. After a very 
close survey, President Harris declared that this con- 
vention enjoyed the best buying season in four years. 
The zero weather experienced Tuesday and Wednes- 
day of the convention had the advantage of making 
the delegates stay close to the Hotel and giving them 
more time to transact business. 

The luncheon at the “Top o’ Texas” on Tuesday, 
February 7, was the main event of that day. W. A. 
Harris presided. Miss Elizabeth Ambrose, stylist 
for the New Castle Leather Co., New York, was in- 
troduced by Mr. Harris. The Fort Worth Two-Man 


Texas Convention Was Biggest 
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Since 1926 


W. A. Harris of Fort Worth, Re-elected 
to Presidency, Says Buying Topped 
Records of the Last Four Years—Zero 
Weather Held Shoe Men Close to 
Hotel and Helped Business—Salesman 
Plays Chief Role in 1933 Drama, 


Convention Is Told 


sand entertained the guests. Dave Tandy presented 
the speaker of the day, Carl Wollner, president of 
the Panther Oil and Grease Company, Forth Worth. 
Mr. Wollner’s subject was “The King of 1933.” 

Declaring the big job of the year to be selling, Mr. 
Wollner nominated “his majesty, the American Sales- 
man,” for the king of 1933. Stabilization of the 
Nation’s business is in the hands of the American 
salesman,” he said. “Technocracy will be replaced in 
1933 by sales aristocracy. Aggressive salesmanship 
of the old fashioned kind will get the job done. The 
salesman who wins in 1933 will be the one who keeps 
on his toes and a jump ahead_of his competitor.” 
Wollner mentioned that “salesnien always have heen 
advance men, creating a demand for products.” He 
stated further : 

“Tf a man can’t push himself he cannot hope to suc- 
ceed or get any business in the present times. The 
successful business man has ceased to think about his 
competitor. He has reached the point where he is 
no longer bothered with the methods of others in the 
same business.” He urged every salesman present to 
[TURN TO PAGE 42, PLEASE] 
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Mr. SEIGEL: I was going to say you’re about right. 

Mr. Benjy. Cuitps: Does that include just the 
sales force? 

Mr. Mertcatr: Yes. We figure that we have two 
stores. Occasionally we shift merchandise from one 
store to the other. We have an errand boy. He is 
figured in the selling because he goes to the store and 
brings shoes back. 

Six dollars has been our lowest priced shoe in one 
store, and four in the other. Occasionally we have a 
customer who wants a cheaper shoe, and we send the 
errand boy up after a pair. His salary is figured in 
the sales cost because he comes into the selling. 

Mr. Seicev: | think you have to classify your sell- 
ing prices; for instance, shoes from $5.00 down. | 
think the selling cost would be nearer 5 to 6 per 
cent at $5.00 down or $4.00 down. When you get 
above $6.00 it will run higher. Above $10.00 it will 
run still higher. 

Taking it over-all, I think 8 per cent is a pretty 
good figure; I don’t think you can get it much lower 
than that and still clean up your stocks. 

Mr. Metcatr: We are afraid to reduce our sales- 
men to the point of letting our good men out. We 
find if you call a salesman into the office and talk to 
him and reduce his salary you reduce his efficiency 
at once, and you will take at least two or three weeks 
to get him to clicking again. Then as the picture 
goes along as it has the last two or three years, you 
call him in again (we have called our boys in three 
times) until finally you reach the limit on calling 
them in. The question is whether you want to let 
your organization out and hire new men or whether 
you want to continue on with your original high- 
priced organization. 

I think probably a lot of you in this room have 
good men who have been with you for years. I have 
men who have been with me 10 years, have always 
delivered, and we are all up against a very hard 
problem. 

Mr. Crawrorp: Do you divide your time between 
your branch stores, or have you someone in direct 
charge of the operation? 

Mr. MetcatF: We have good managers in the 
branch stores and we have good salesmen. [ stick 
to the one store as much as I can. 

Mr. CrawForp: Do your managers participate in 
the profits ? 

Mr. Mercatr: No. I pay them straight salaries. 

Mr. Crawrorp: If their selling expense gets out 
of line, is there anything you can do? 

Mr. MetcatF: It hasn’t got out of line in these 
particular departments because we have it so handled 





Successful Solutions of Today's Sales Problems 


[CONTINUED FROM PAGE 19] 
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that we control the cost by what I mentioned here— 
the boys coming in for the afternoon and working 
half-days, short hours. In that way we give every- , 
hody work, if we can, and it keeps all the boys going. 
I think that is a part of the solution of our difficulties. 

We don’t do much morning business in our store. 
The department stores seem to do a good business 
after 9.30, but in our store we don’t get much busi- 
ness until about 11 o’clock. We are busy from 11 to 6. 

CHAIRMAN Murpny: The training of sales people 
is an important factor. In the National Dry Goods 
Association they place it on their calendar of events 
as one of the big problems of 1933. There are a 
number of angles to the training of sales people— 
for instance, training in basic salesmanship. A lot 
of organizations need that. Also in shoe and manu- 
facturing knowledge. <A lot of people think they 
know a lot about the construction of shoes, but many 
of them do not—at least not in the way that they 
can transmit that information to the customer in such 
a way that she gets a clear picture of it. 

Of course none of them can have too much knowl- 
edge of the merchandise, its fashion, its quality and 
its value. One of the greatest helps for sales people 
is to give them simple fashion information such as 
comes across the desk of the average manager every 
day. A lot of it is thrown into the wastepaper basket 
after it is digested, and far too little of it is passed 
along to the boys on the floor. Even if you have 
a small staff it is a simple matter to tack it on a bulle- 
tin board or to have it mimeographed and _ passed 
around to a medium-sized staff, but that thing is very 
necessary in the coming year. 

Mr. Metcatr: We have in the Spring and Fall a 
fashion review. There is a leading style store in the 
city selling garments. The buyers bring in mer- 
chandise that they have bought and teach the boys 
the style lengths, colors of dresses, materials, names 
of shades, etc., so that when a customer comes in 
they can talk to her intelligently on what she is going 
to buy. That is the way they start in to sell mer- 
chandise. 

Mr. Mitrer: Some men will say, “I only have 
two or three sales people and that is not enough to 
have a meeting.” I differ with that opinion very 
much. The most successful class I ever had had just 
one pupil and that class was conducted every morn- 
ing. For about half an hour the first thing in the 
morning we discussed the problems that came to that 
man in the department. He made a note each day ot 
the problems that confronted him, and if he didn't 
have something to bring up I always had something 
ready to give him. 
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a j Students in Famous 

Foot Clinics of 
“| Chicago. Over 
35,000 foot cases are 
treated annually. 





Chiropody offers an attractive pro- 
ession in this uncrowded branch of medical science. 
Illinois College of Chiropody and Foot Surgery is 
entering on its twenty-first year as the leading educa- 
tional institution in this specialized field. Two and 
three year courses leading to degree: Doctor of Surgical 
Chiropody. Three buildings, wide recognition, scien. 
tific equipment, excellent faculty of chiropodists, 
hysicians, surgeons, chemists and orthopedists. 35,000 
oot cases treated annually in foot clinics operated in 
connection with the school. 
High school Education or the State Department of 
Education equivalent required for entrance. Bulletin 


upon request. Dept. RFI8. 


Illinois College of Chiropody and Foot Surgery 
1327 North Clark Street Chicago, Illinois 


























We say “Yes Ma’am” 
to our Cooks 


Women cooks prepare the food for the 
Hotel Lexington restaurants. That’s why 
it’s so delicious and wholesome. And 
Lexington restaurant prices, like its room 
rates, are sensible—35c for breakfast, 
65c for luncheon and $1.00 for dinner in 
the main dining room. 

$3 a day and up for Lexington rooms— 
$4 and up for two persons. 


HOTEL LEXINGTON 


In Grand Central Zone, Lexington Ave. at 48th St. 


NEW YORK CITY 
CHARLES E. ROCHESTER, General Manager 
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We gradually grew until today, every Friday morn- 
ing we have a program definitely laid out for a half- 
hour or an hour’s meeting. We can’t impart this 
knowledge to the salespeople unless we get them to- 
gether. If you have three sales people and you decide 
to do it individually, it takes three times as long and is 
not nearly as effective because you don’t get the reac- 
tion from the folks to whom you're talking. Fre- 
quently you get an idea from among the force which 
will be very valuable, and you wouldn’t have had it if 
you had talked to them one at a time. 

If any of you have any questions on that point I’d 
be glad to answer them if I can. 

Miss Morcan (Donaldson’s, Minneapolis): I am 
training director at Donaldson’s. One difficulty is 
getting buyers of small departments to have meetings 
of sales people, just because there are only one or 
two in the department. We handle the sales people 
from the shoe department along with our ready-to- 
wear and accessories and fabric people each week. 
During the early part of each season we have a train- 
ing course. Those men who sit in the meetings get 
as much fashion information as we give to our ac- 
cessory salespeople and our ready-to-wear—which is 
quite a lot, besides their regular meetings with their 
own buyers. 

I think the point brought out is very important— 
that the meeting is as valuable for one or two people 
as in a large group. In department stores it is true 
that buyers are very weak on that one point—that 
they can’t get over the feeling that they are talking 
to their person right along during the day and it 
isn’t essential to have a separate meeting. But they 
can get a lot out of it if they do. 

CHAIRMAN MurPuy: What do you find is the 
best method of teaching these things? 

Miss Morcan: We do it from merchandise largely, 
showing the new merchandise in stock, correlating it 
with other things in stocks from other departments, 
and trying to tie it up with the fashion picture show- 
ing the trends. 

CuatRMAN Murpuy: So few stores do a good 
job of training their salesmen, or have facilities for 
it. It is a real treat to have such information available. 

We have in our diagram another section which has 
to do with store arrangement and equipment. As 
we said at the start of the clinic, buying and selling 
and promotion are the outstanding problems, but if 
any of you have questions pertaining to store arrange- 
ment and window display we can discuss them at this 
time. Otherwise we can go into a general discussion 
and answer questions pertaining to anything that has 
to do with store management. 

Mr. Mitter: There is so much urge during the 
past year or two to get people to sell extra merchan- 
dise that I’m afraid stores generally are building bad 
will instead of good will. If you talk with women 
you hear them say, “If there’s anything I hate it’s 


“to go into a store where they try to sell me various 


kinds of things.” 
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When we are urging our people to sell more mer- 
chandise let’s teach them how to do it. The P. S. 
on the end of the sale is a much bigger job than 
selling the first item. The question is, how to sug- 
gest this or that? 

CHARMAN Mourpuy: In your training work at 
Donaldson’s do you attempt to give your people out- 
lines for sales talks? Do you give them the exact 
words to use? 

Miss Morcan: That varies a little bit. When a 
new person comes into a store she gets a certain 
amount of fundamental salesmanship training, but 
we very often, at the request of a buyer, will go into 
a department and hold a series of meetings. 

In that case yes, we work right with those people 
on their merchandise and on their particular problem. 
You have to talk in terms of their own merchandise. 
They can’t generalize. They can’t carry over from 
a general statement and relate it to their own prob- 
lem. The shoe doesn’t fit unless you make it fit right 
to their particular problem. 

That point about suggestive selling I think is very 
true—additional sales, the extra item, etc. Very often 
the sales person doesn’t know how to do it. We try 
to show our people. It is something that has to be 
worked on constantly, but of course when you get 
that reaction from a customer that she hates to have 
suggestive selling practised on her, it does mean that 
the person has done it in the wrong way; it doesn’t 
mean that it couldn’t have been done and done cor- 
rectly with that customer. 

With five or six hundred sales people it is pretty 
hard to get this over to every individual. It is a 
constant problem. Through individual interviews on 
shopping reports, individual meetings, etc., we try to 
do the best we can on it. 

CHAIRMAN Murpny: I’d like to ask Mr. Siegel 
how they handle the situation with regard to the 
appearance of the salesmen at O’Connor & Gold- 
berg’s. You hear shoe retailers talking about the 
difficulty they have in getting salesmen to keep their 
shoes shined or wear decent-looking shoes and keep 
their clothing in shape. 

Mr. SEIGEL: We are very strict as to the appear- 
ance of our salesmen. If we find a weak salesman 
here or there who won’t adhere to the manager’s ad- 
vice on how his shoes should look, or if he doesn’t 
shave every day, we just send him right off the floor 

and make him shine his shoes, make him shave. He 
has got to look neat. We don’t want anyone repre- 
senting O’Connor & Goldberg to sit in front of a 
customer and look untidy. The only cure for that 
is to put them down at the bottom of the call list or 
send them home for a day or two. After that we 
don’t have any more difficulty with them in regard to 
cleanliness and neatness. But we are after them all 
the time. 

All you have to do is to look at the salesman who 
comes down without shaving and he knows that he’s 
got to go up to the washroom and shave. 
















ONE STEP 
AHEAD OF 
THE REST 


ZAPON 

QUALITY 87 

LEATHER 
CLOTH 


here’s an IT qual- 
ity to ZAPON 87, 
which makes this superior leather 
cloth a splendid investment for 
the manufacturer of slipper uppers. 


The full line of ZAPON LEATHER 
CLOTH has a style, finish, and color 
to give slipper uppers an eye 
appeal that is distinctly a ZAPON 
sales feature. 


DISTINCTIVE SPRING COLORS 
OF IZARINE SUEDE 


Styled to startle the jaded tastes 
of 1933 shoppers. IZARINE SUEDE 
has a rich style, finish, and selec- 
tion of colors to win immediate 
approval of the feminine eye. 


“The Standard of Quality Since 1884“ 


THE ZAPON COMPANY 


A Subsidiary of Atlas Powder Company 


Stamford Connecticut 
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» HOW’S BUSINESS 4¢ 


More Orders in Rochester 


RocHeEstTer, N. Y.—Spring orders be- 
gan to pour into Rochester factories last 
week, with the result that cutting and 
fitting rooms throughout the district 
boosted production, some of them on a 
full time rate, and brought both juve- 
nile and women’s plants a new produc- 
tion peak. 

Cutting and fitting rooms went on 
full time at Marshall, Meadows and 
Stewart in Auburn to finish up Winter 
work, with a new line of Spring orders 
in readiness for next week. C. P. Ford 
& Co., Sherwood Shoe Company, The 
Menihan Company, E. P. Reed & Com- 
pany and W. B. Coon Company in 
Rochester increased production of 
women’s shoes. The F. A. Kuhnert Com- 
pany and other children’s factories also 
picked up. 

In Batavia the P. W. Minor and Son 
Company increased its stride with 
Treadeasy welts. The Blum Shoe Com- 
pany in Dansville began a Spring line 
of slippers, completing its run of cement 
process slippers. The Endicott-Johnson 
plants in Johnson City, Owego and 
Endicott were reported holding a good 
stride, but expecting a boost within the 
next two weeks. 








Small Town Business Fair 
StraspurG, OHIO—E. L. Van Curren, 
buyer and manager of shoe depart- 
ments of the Garver Bros. Co., widely 
known small-town department store, 
reports increased footwear sales among 
its farmer patrons, indicating that 
there is a better feeling among the 
tillers of the soil in this section of the 
state. “Shoe sales, like many other 
lines have been unusually slow for this 
season of the year, until the past two 
weeks, when a decided pickup was 
noted,” Van Curren said. He is of the 











opinion that farmers have delayed 
buying just as long as they could and 
now are buying new footwear with the 
approach of spring, because they need 
heavy shoes for early spring work in 
the fields. He also declared that the 
reopening of many clay products man- 
ufacturing plants is causing several 
hundred idle laborers to return to work. 
He said the store was offering values 
never before known in his department 
and that from all indications spring 
business will be as near normal as any 
time in recent years. 





English Shoe Conditions 


BIRMINGHAM, ENGLAND—Activity in 
the Northampton and Leicester boot 
manufacturing trades has been far 
from satisfactory. Although statistics 
are not yet available, it is understood 
that output was little if any behind 
that of previous years; the trouble lies 
in the fact that the lower purchasing 
power of consumers has necessitated 
a lowering of standards, thus bringing 
about a lower turnover and consequent- 
ly decreased profits. 

One of the outstanding features of 
the year has been the popularity of 
what is known as the “Sahara Sandal,” 
a low priced semi-sports type of wom- 
en’s shoe, which largely displaced the 
sales of the more sturdy kinds. An 
important feature in the industry 
toward the end of the year has been a 
marked diminution in the demand for 
shoes with leather substitute soles, and 
the widespread popularity for all-lea- 
ther shoes. This has been largely oc- 
casioned by a reduction in the price of 
sole leather, competitive with that of 
the imitation product. 








DID YOU KNOW 


there are 1341 listed shoe manu- 
facturers in the United States? 














Goodrich Recalls Workers 


AKRON, OHI0—The operation of the 
winter Share-the-Work plan in the 
Akron factories of The B. F. Good- 
rich Company since Oct. 1 has resulted 
in the retention or the recall of ap- 
proximately 500 workers, according to 
T. G. Graham, vice-president. 

“Since Goodrich began-its general 
program of spreading work throughout 
the entire organization, it is estimated 
that on present weekly schedules, a 
total of 4000 have been held in employ- 
ment,” Mr. Graham. said. 





Makes a Fine Record 


LOUISVILLE, Ky.—F. B. Kohler, man- 
ager of the men’s shoe department, of 
the Rodes Rapier Co., handling J. & M., 
Hannan and Arch Preserver shoes, re- 
marked that 1932 was a_ successful 
year with the shoe department of the 
large men’s store, which sold more 
pairs of shoes, gained more individual 
customers, and in spite of lower prices, 
was fairly well up with the previous 
year in the matter of dollars and cents. 





Celebrates First Anniversary 


NEw ORLEANS—“From a Wee Goslin 
to a Husky Goose” is the caption of a 
display advertisement used by Dan 
Steuer, manager of the Juvenile Shoe 
Store, 111 Baronne street, featuring 
exclusively Red Goose Shoes for chil- 
dren, in celebrating their first anni- 
versary with a sale that did exceeding- 
ly good business. 





New Store in Canton 

CANTON, OHI0O—Cort Shoes, Inc., has 
taken a lease on a storeroom at 140 E. 
Tuscarawas street, and has commenced 
work on revamping the room prepara- 
tory to opening a modern retail shoe 
store, which will feature men’s and 
women’s footwear at one price. New 
store will probably open about March 1. 
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What $16,000 buys 
in The American Weekly 
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“Now’s the time to buy a car,” ac- 
cording to this interesting advertise- 
ment by The American Weekly which 
appeared in Chicago newspapers dur- 
ing the recent Automobile Show at the 
Coliseum. 

Every reason given in this advertise- 
ment for buying a new car is an equally 
good argument for buying a new pair 
of shoes. Shoe stores everywhere should 
tell the public that buying needed shoes 
now will help along the New Deal that 
everybody is hoping for this Spring. 

Incidentally, sales at the Chicago 
automobile show went far and away 
ahead of those in 1932 and exceeded 
the orders placed at the show in ’31. 





He admits he needs a new automobile, 
but says he’s ashamed to buy it in comes 


Apparently he doesn't know that Pros- 


-— o> perity Boulevard is 
Sis = lions of rattletraps 
=a pp testin holding commodity prices down to ruin- 
_. een ous levels. 
[3 ae OS Yer all this time, 
en country is enough delayed buying to break 
= — Les Gas the back of the depression and send 
te, i 1, America whistling to work. 
as none If you really want to see 1933 off 
—— a to a flying start, march down to the 
zs —" ,Coliseum this week and buy a new 
—1--\-yuuhe — = automobile. 
Sa ee Select from that 
roa 9 ba Th Sty Se Co, Re gala cars the one that best suits your 
A Sow Come fo. The needs and dreams and be proud to drive it. 
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But if you can only manage one of the 


who ought to have 





his head examined. most priced biles, buy 


that, the principle is che same. 
No other investment you can make 
will be farther reaching in its benehts. 
Every car sold means more employ- 
ment in offices, factories, mills, and mines 
—more food consumed, more clothing 


jammed with mil- 
driven by muddy 


thinkers like him, costing men jobs and ae lated in every 





r buy iJ 
branch of industry. 
: Every car sold means an upturn in the 
hi : 
pag oO power curve and in freight car loadings. 

Every car sold means an earlier stiffen- 
ing of commodity prices all along the 
line—in steel, copper, glass, lead, lumber, 
rubber, oil, cotton, wool, dyes. 

Go look at those cars. Examine those 
prices. 

Never before in the history of the whole 
industry would your dollar stretch as far. 

Let's give Old Man Depression one 
more kick in the pants. 

Come on America, let’s buv a car! 


gleaming galaxy of 


buy it and hire a 
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Sales of General Motors cars in Janu- 
ary reached the highest level since July, 
1931. Clearings by New York banks 
during the week ending February 8th 
showed their first rise in 31 months, an 
improvement so substantial, amounting 
to almost 10 per cent, that it lifted the 
total for the entire country above the 
corresponding week in 1932. Unexpected 
orders gave an improved outlook to the 
iron and steel industry in the important 
Youngstown district. These are a few 
developments which seem to bear out 
the contention of those who predict that 
replacements which can no longer be 
delayed may give an upturn to industry 
in the Spring of ’33. 








>» WHAT’S SELLING 4 











Expects Early Spring Trade 
BIRMINGHAM, ALA.—In spite of a 
late Easter this year, stores are ex- 
pecting an early spring business. Fact 
is, spring buying is already underway 
moderately. The prevailing idea among 
buyers of the leading stores is that 
grays and blues will be the big sellers 
this spring. Ladies are already buying 





gray ensembles from hats on down and 
naturally they will have to have gray 
shoes to match. 

Jack Davis, manager of the Jack 
Davis, Inc., at Hirsch’s declares that 
grays will be the leading color with 
him along with blue kid. The new 
mandrucco calf will also be okeh. 

“T think people are tired of wearing 
winter shoes; they want something 
new. This year we are eliminating the 
price class by handling no shoes at 
ten dollars. We wil have shoes selling 
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will be a skip to the higher price shoes 


ranging from twelve dollars. We are 
doing this because we can give the 
people just as good shoe this year for 
six or seven dollars as we could for 
ten dollars,” he said. 

Over at Loveman, Joseph and Loeb, 
H. W. Tankersley is also depending 
on blue kids with pigskins for sports 
wear. A good white season is also 
seen in white but due to a late Easter, 
buying will not be much until after 
the holiday. 

O. L. Tidwell of Nisely’s is depend- 
ing on blues and a wider range of 
colors, including blondes. He expects 
a better season for blondes because 
last year few blondes were worn. 

Watersnakes are also being shown 
by a number of the stores in Birming- 
ham as well as in Montgomery. 





Gray Featured in Chicago 


CHIcAGoO—One of Mandel Brothers’ 
State Street windows is featuring gray 
shoes strong, along with blues. The 
display poster announces: 

Accessories for Navy Blue. 

Gray shoes are shown in suede, kid, 
reptile and fabric. Gray bags accom- 
pany these. One brand new bag called 
“The Flirt” is of gray fabric with a 
large flap-jack fastener, the under side 
of which is a mirror. Blue shoes are in 
self-trim or are trimmed in various 
ways with gray. Besides ties and 
pumps some broad T-straps are shown 
here. 

The Palmer House Shoe Store is fea- 
turing strongly reptiles in gray; gen- 
uine lizard, genuine python and genuine 
water-snake, the display poster an- 
nounces. A handsome collection of full- 
size skins are shown; also a number of 
handbags to match the shoes. 

At O’Connor & Goldberg’s Madison 
Street store one window is given over 
to an all-gray display, including a gray 
poster. The display includes water- 
snakes, suedes with cut-steel buckles, 
gray suede in punched pattern, gray 
kid with reptile, self or brown trim and 
gray suedes with large open-work pat- 
terns. Bags are to match. Another 
window shows grays in various shades 
along with some beige. 





Novelty and Ordinary 


LYNN, Mass.—It is figured that 
novelty shoes now outnumber ordinary 
shoes ten to one, if not more so. In 
fact, novelty shoes are so common, in 
the women’s trade, that they are now 
the ordinary shoes. 

Millinery shoes were style leaders 
not so very long ago, but now the term 
is rarely heard. 


Mesh Effects 


Boston stores are showing mesh fab- 
rics, silvery and shiny, for apparel, and 
coats, skirts and capes made of it, and 
already on display stir thoughts of the 
suits of woven links of metal that were 
worn by the knights of old. It also 
stirs a thought that mesh effects in 





from six to eight dollars and then there 


footwear will be strong in fashion. 
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PLANS COMPLETED FOR BIG NORTHWESTERN CONVENTION 











The program for the annual meet- 
ing of the Northwestern Shoe Retail- 
ers Regional association, Feb. 27- 
March 1, in Des Moines, Iowa; issued 
today by Secretary H. S. McIntyre of 
Minneapolis follows: 

Call to order by President A. J. 
Mullarky. Welcome by Mayor Dwight 
Lewis. Address by Governor Clyde 
Herring. Appointment of committees 
and message of the president. 

Address—“The Mutual Interests of 
Shoe Retailers and Shoe Travelers,” 
Carl P. Ortlund, President Iowa Shoe 
Travelers association 

Address—“Percentage Leases,” J. H. 
Stone, Manager National Shoe Re- 
tailers association. 

Address—‘Putting Selling Punch in 
Window Displays,’ G. D. Carberry, 
Vinton, Iowa. 


Tuesday 


Address—“Taxes and Business,” Ed 
R. Brown, Des Moines. 

Address—‘Women’s Shoe Styles for 
Spring”—To be announced. 

Address—“How to Compensate Sales 
People Under Present Conditions,” Roy 
E. Stevens, Ottumwa, Iowa. 

Address—“Increasing Volume and 
Decreasing Walkouts,” Walter Arant, 
Des Moines. 


Wednesday 
Address—“A New Horizon for Shoe 


Men.” Arthur’ Brayton, Merchants 
Trade Journal, Des Moines. 








Address—“Men’s Shoe Styles,” H. M. 
Springer, Freeman Shoe Co., Beloit, 
Wis. 

Address—“Children’s and Juvenile 
Shoes,” J. W. Wm. Prescott, A. H. 
Weinbrenner Co., Milwaukee, Wis. 

Discussion led by H. A. Alexander, 
Des Moines. 

The convention committee are as 
follows: 

Publicity—H. S. McIntyre; J. W. 
Wm. Prescott, Des Moines; Walter 
Arant, Des Moines. 

Program—T. Frank Jaques, Des 
Moines; A. J. Mullarky, Keokuk; H. S. 
McIntyre. 

Nominating —Sam Welch, Fort 
Dodge, Iowa; A. P. Johnson, Sioux 
Falls, S. D.; Eli L’Esperance, Grand 
Forks, N. D. 

Attendance— Carl Ortlund, Des 
Moines; Joe Wheeler, Fort Dodge; Con 
Quinn, Sedalia, Mo; L. F. McDonald, 
Milwaukee, Wis.; T. B. Toohey, Ot- 
tumwa, Iowa; F. J. Langer, M. S. 
Ellenstein, Minneapolis; C. F. Englin. 
Stillwater, Minn.; Irvin Hertzler, 
Burlington, Iowa; H. W. Reid, Sioux 
City, Iowa; Arthur Glick, Creston, 
Iowa; E. F. Rogers, Mankato, Minn.; 
E. C. Guessford, Sioux Falls; J. B. 
Haraldson, La Crosse, Wis.; E. C. 
Braun, Fairmont, Minn.; Fred Green, 
Fargo, N. D. 

Entertainment—J. Frank Jaques, 
C. G. Ort’und, Des Moines. 
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Spats for Girls 


CHICAGO—Brand-new spats, two-but- 
ton length, in gray and fawn, are being 
shown this week for the first time at 
Marshall Field and Company’s in the 
Growing Girls’ Section. These are 
called “Young Teen Spats” and are to 
be worn with pumps or ties. This is 
a smart new item, and it is expected 
that it will take well with youthful 
patrons. 

Another item which is attracting 
favorable interest is a detachable 
leather bow to be used on pumps at the 
owner’s pleasure. A little pair of bows 
is given with each pair of pumps pur- 
chased. This bid for young trade is 
meeting with favorable results, it is 
said here. 


—_— 


Unusual High Styles 


Boston, Mass.—C. Crawford Hol- 
lidge presents usual styles for early 
spring, as, for instance, a pump with 
a b’ack suede vamp, a patent leather 
quarter, and a red kid strap, with red 
kid pipings on the seams, wide front 
strap sandals of white and gray suede 





and also o£ silver kid, and one eyelet 
ties of black, or blue kid, these being 
of .the one eyelet pattern, with high- 
tongues, the tongues being piped with 
white, and having fine perforations, 
underlayed with white along the pipes 
of white. A matching white trim is on 
the quarter. 





Miami Says “White” 


MIAMI, FLA.—Everybody’s going 
white this year, according to Cowen- 
Nankin, Miami’s largest shoe store. 
For spectator sports they are showing 
an opera pump in white buckskin with 
considerable decorations from toe to 
heel formed by perforations. Another 
more formal daytime creation shows 
the white kid with pastel shades of 
kid underlay. Again the decoration ex- 
tends from toe to heel. 

This firm is featuring a “Blue and 
Gray” combination sandal that is ex- 
quisite. It is a “North and South” 
combination with the shoe of blue kid 
accented with lattice effects of gray kid. 





Bell’s Booterie Incorporated 


LEXINGTON, Ky.—A new shoe com- 
pany has been incorporated as Bell’s 
Booterie, capital $20,000, John P. Bell, 
H. S. Bell and Fanny V. Bell. 
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CONSTANT COMFORT 
ARCH sHoE 


A smartly styled line of arch 
support shoes with a steel arch 
securely anchored at both ends. 
Featuring welt heel seat con- 
struction for stability and turn 
forepart for extreme flexibility. 
Stocked in 42 numbers 
from AAA to EEE— 
Sizes 2'% to 10. 

No. 246... 
Black kid 
14/8 heel 
... AA to 
E... $2.50 
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CONSTANT 
COMFORT 


A strictly staple comfort type 
with a steady sale in every com- 
munity. The name is known to 
every retailer of shoes from 
coast to coast. 

Stocked in 42 numbers 
from AAA to EEE— 
2’ to 10. 
Branded 
or un- 
branded. 


No. 446—Black kid 12/8 
heel....B te EE... .$2.00 
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Shoes Now Retail $8.50 Up. 


A. E. NETTLETON CO. 
BH. W. COOK, Presiden: 
Syracuse, N. Y. 








Stacy Adams Co. 
Manufacturers of 
MEN’S FINE 
SHOES 


Brockton, Mass. 
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WHERE TO BUY 
Shoe Trees 


heehee i edie i 





SIMPLEX SHOE 
TREE CORPORATION 
472 Broadway, New York 
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Rowe Opens in New Location 


FLINT, MicH.—George M. Rowe’s 
Walk-Over Boot Shop is now doing 
business at its new location, 406 South 
Saginaw street, in part of the building 
former'y occupied by the O. M. Smith 
women’s wear store. The Walk-Over 
store was formerly located for 18 years 
at 428 South Saginaw street, nearly 12 
years of which were under Mr. Rowe’s 
manager ont. New fixtures and dec- 
orations have been added to the new 
store which measures 22 feet by 100 
feet, approximately the same size as 
the former location Chairs are pro- 
vided for 34 patrons. Mr. Rowe will 
retain his same staff of six employees. 
Peacock footwear will be carried as 
well as the Walk-Over line. Formal 
opening of the new store was held 
Wednesday, Feb. 1, when a pair of 
hose was given with each purchase of 
shoes 


Cox Buys Dr. Reed Store 

Kansas City, Mo.—Ivan E. Cox has 
purchased the New York and Chicago 
interests of the Dr. A. Reed Cushion 
Shoe Company, a Missouri corporation, 
and will continue the store at its pres- 
ent location, 1023 Grand Avenue, under 
the same name as formerly. 

Mr. Cox has been manager of. the 
local store since 1923 when he came 
from Denver where he had been as- 
sistant manager of the company’s store. 
Four years later he became secretary- 
treasurer of the Kansas City store. 

The officers of the new company are 
Mr. Cox, president and treasurer; Mrs. 
Ivan E. Cox, vice-president, and L. V. 
McDivitt, auditor and secretary. 

Mr. Cox has been active in associ- 
ation work here and is now secretary 
of the Kansas City Shoe Retailers’ As- 
sociation. 





To Operate Sanger Basement 


DALLAS, TEX.—Assignment of J. 
Robert Hill and R. C. Mynatt, veteran 
Dallas shoe men, to the operation of 
the Sanger Bros.’ basement shoe de- 
partment was announced Saturday. 

Mr. Hill has been with the Sanger 
Bros.’ organization for 35 years. Mr. 
Mynatt has been in the shoe business 
in Dallas since 1897 and with Sanger 
Bros. for ten years. 

A removal sale on a_ well-known 
brand of women’s shoes is announced to 
begin with their assumption of duties 
in the basement. For a limited time 
special prices will prevail on all lines 
they handle, they said. 





Carlat’s Bootery Closing 

Kansas City, Mo.—Clearance sales 
are being held in the Carlat shoe stores 
here preparatory to closing the two 
stores now in operation in Kansas City. 
These stores are the Carlat Shoe Com- 
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pany, 3127 Troost Avenue, and Car- 
lat’s Bootery, 12 East Eleventh Street. 
Carlat’s Main Street store, 1112 Main 
Street, was closed about two months 
ago. 
“Carlat’s have also recently closed 
their shoe stores in Manhattan and 
Salina, Kan. It will probably take 
two months or more to sell the stock 
in the Eleventh Street store. 





To Open Branch Store 


BALTIMORE, Mp.—The Liberty Shoe 
Stores Co., which several months ago 
entered the retail shoe field of Balti- 
more, Md., by opening an exclusive 
retail shoe shop at 1123 Light Street, 
plan to open shortly a branch store at 
1217 West Baltimore Street. Footwear 
in the popular priced and lower priced 
ranges for men, women and children are 
featured by the Liberty Shoe Stores 
Co., and also hosiery, in its main store 
and a similar line of merchandise will 
be carried in its branch store. 


Opens Corrective Shoe Shop 

CoLumsus, O.—George A. Neilson, 
who has been in the shoe business in 
Columbus for 13 years and came from 
Miami, Florida, has opened the Cor- 
rective Shoe Shop at 131 East State 
Street, where he will handle the Canti- 
lever and Ground Gripper lines. As- 
sociated with him are H. J. Foster and 
Ludwig Reichbauer, both of whom have 
been associated with the Cantiliver 
store in Columbus, recently discontin- 
ued. 


Baron’s Shoe Store Moves 

PoRTLAND, ORE.—Baron’s Shoe store, 
formerly located at 246 Morrison 
street, has moved to 145 Fourth street, 
a more central location previously oc- 
cupied by the Home Trade Shoe Co., 
which was closed the first of the year. 
Sam Swirsky, manager and owner, re- 
ports that he is adding an extensive 
line o° children’s shoes and that the 
new location has permitted a higher 
maximum price for shoes in men’s and 
women’s lines. 


To Open in Baltimore 


BALTIMORE, Mp.—The Edmondson 
Shoe Shop plans to open for business 
shortly at 2017 Edmondson Avenue, 
Baltimore, Md. The building was for- 
merly occupied for a number of years 
by Schmick’s Quality Shoe Shop. Shoes 
and hosiery for the entire family will 
be carried, according to present plans. 





Bridgeport Store Moves 


BRIDGEPORT, CONN.—The W. L. Doug- 
las Shoe Co. has moved its Bridgeport 
store from 1204 Main Street to No. 1152 
on the same street, a more central lo- 
cation. John C. McGrath continues as 
branch manager. The Douglas company 
has maintained an outlet in Bridgeport 
since 1895. 
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A HIGH-GRADE SALES WINDOW THAT SOLD SHOES 





St. Louis, Mo.—A recent window 
by Scruggs-Vandervoort-Barney that 


proved highly successful, according 
to W. C. Middleton, manager of the 
basement shoe department. Sale win- 
dows as a general thing are very junky 
affairs which scarcely ever cause a 
person to look twice. This well-bal- 











anced trim held their attention. 

The background is of beige burlap 
panels, while the figures are felt cut- 
outs. Those large price figures on the 
background are also of felt, mounted 
on cardboard. This very striking dis- 
play was produced by the store’s win- 
dow department at a very nominal cost. 














» ABOUT PEOPLE 





Reitenberger With Lane Bryant 


PHILADELPHIA, PA.—Michael Reiten- 
berger who was with Winklers, this 
city, and with the Hanan New York 
City Broadway store, has been made 
manager of the Lane Bryant shoe de- 
partment, Chestnut Street. 





Levey Returns to Birmingham 


BIRMINGHAM, ALA.—S. B. Levey has 
returned to Birmingham as manager 
of the Dan Cohen store here after be- 
ing away from Birmingham for over 
a year. He was transferred here from 
Decatur, IIl., by the same company. 

Mr. Levey for several years was 
buyer and manager of the ladies’ 
shoes at the Guarantee Shoe Company 
and is well known throughout the 
South. 





Will Knight Back From Trip 


PORTLAND, OrE.—A four weeks’ trip 
through the East, with a weather-eye 
peeled for shoe conditions in all parts 
of the country, has been completed by 
Will A. Knight. Returning to his 
home city, the distinguished shoe man 
stated he observed while East that the 
shoe factories of New York were busy, 
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WHERE TO BUY 


Women’s Shoes 
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FOR WOMEN 


THE JOHN EBBERTS SHOE CO., 
Buffalo, N. Y. 





Inc. 


Both lines carried in stock. 


FOR MEN 
J. P. SMITH SHOE CO. 
Chicago, Ill. 














GENUINE HAND TURNS 
$9.30 “WATCH THE 
EXPRESSION 

® ON HER FACE 






18/8 Louis a White paemne Medium 
No. 80102 DYEABLE WHITE MOIRE 


DODGE, BLISS & PERRY inc. 


NEWBURYPORT, MASS. 
“THE CORRECT DODGE FOR ALL OCCASIONS” 











as well as those in St. Louis, Cincin- 
nati, and other cities visited. He found 
shoe retailers throughout the country 
extremely optimistic and making every 
effort to produce sales. 





Champion Joins Lucey 

MIDDLEBORO, Mass. — Joseph Cham- 
pion, widely-known lasting and making 
executive, and for many years identi- 
fied with various South Shore factories, 
is now connected with the John E. 
Lucey Co. at Middleboro. Mr. Cham- 
pion brings to the new factory, recently 
opened by one of Brockton’s leading 
younger executives, a wealth of knowl- 
edge obtained over a period of years 
while affiliated with such firms as F. 
M. Hoyt, Chas. A. Eaton Company, E. 
E. Taylor Co., and the Winchell Shoe 
Co. 


To Manage Wilkes-Barre Store 


PITTSBURGH, PA.—P. H. Murphy, 
formerly assistant shoe buyer at Mc- 
Creery’s department store, has been 
made manager and buyer of the new 
Lazarus store in Wilkes-Barre. He is 
a brother of two well-known Pittsburgh 
shoemen, R. Bruce Murphy, manager 
of the Stetson Shoe Shop, Inc.; and 
G. C. Murphy, shoe buyer at Mc- 
Creery’s. 

P. H. Murphy goes to his new post 
with a wealth of knowledge acquired 





in more than ten years of service with 
various exclusive shops here. He was 
at McCreery’s for four years, and was 
with Oppenheim Collins & Company for 
four years, and with Petty’s Boot Shop 
for two years, among others. 





Adds Women’s Shoes 


SPRINGFIELD, Mass.—D. H. Brigham 
& Co., 1865 Main Street, women’s ap- 
parel ‘store, has added a women’s shoe 
department, which will occupy a large 
section of the second floor. Three brands 
will be handled. 


Frank Schupmann Joins Phillips 

LOUISVILLE, Ky.—F rank Schupmann, 
for 14 years with the Florsheim shoe 
store in Louisville; and later with 
other companies, including the Rodes 
Rapier Co., has recently joined the 
Arch Preserver Shoe Shop for women, 
operated by C. E. Phillips. 





Herbert Sommer to Wed 


SAN FRANCISCO, CAL.—Herbert Som- 
mer, son of Max Sommer and associ- 
ated with his father in the firm of 
Sommer & Kaufman, Inc., is soon to 
forsake the ranks of the bachelors. 
The young lady in question is Miss 
Dorothy J. Lavenson, daughter of Mr. 
and Mrs. Geo. H. Lavenson of San 





Francisco. 
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WHERE TO BUY 


Children’s Footwear 


i i ie de i ee 








MRS. BAY’S IDEAL BABY SHOES 
Infants’ Soft Seles. ..0-3 
intermediates ........ ~ 
Flexible Hard Soles. . 


Bend ad Intech 
Catalog 


MRS. DAY'S IDEAL BABY 
Locust St. Danvers, Mass. 

















rPegCs TA Wet. $s 


AN IN-STOCK 
INNOVATION 


One of six fast 
selling Puritan 
Welts carried in 
2/6..$.70 te $.95 
6/8.$.90 to $1.15 
ih aetcaal Send for catalog. 
JERSEY - COFFEE 
LIGHT ‘SMOKE * 
GRADES: |, 2 and 3 











Send for Samples EPHRATA SHOE CO., Inc. 
IN-STOCK EPHRATA, PA. 
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WHERE TO BUY 


Men’s and Women’s 
Slippers 


le al ail il el ee ela ei ei i hil 





QUALITY 
KID D’ORSAYS 


TO RETAIL AT $1.00 

Padded Sele, Cuban Heel. In 

Red, Blue, or Black Kid. 

Write for catalog 

FREEMAN THOMPSON 
SHOE COMPANY 
St. Paul, Minn. 

























8. CHASE & SONS, INC.,, 

HAVERHILL, MASS. 

tn Steck Men's Full Leather Lined 
Handturned Slippers 

Priced from $1.60 

Kid Pullman Slippers 

colores and Black with 


Snap Pocket $1.35 
Zipper Pocket $1.50 


Ww. 
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WHERE TO BUY 


Sport Footwear 





BASS enn 


BOOTS 
Comping 
Pte 


GH.BASS & CO. wissatuine 

















>» TRADE DOINGS q 








Issue House Organ 


LYNCHBURG, Va.— “The Bridge” is 
the title of a new house publication by 
Craddock-Terry Company, of Lynch- 
burg, the first issue of which has been 
mailed to all Craddock-Terry dealers. 
It is an attractively illustrated maga- 
zine of sixteen pages. 

The January-February issue contains, 
among other features, an article by 
D.-H. Dillard, president of the com- 
pany, entitled ‘““New Centralized Sales 
Policy Benefits 25,000 Dealers,” a pre- 
sentation of the Natural Bridge planned 
sales program for 1933; the new Bob 
Smart plan for Spring, and a descrip- 
tion of the new lasts and merchandis- 
ing plan for Billiken shoes. 





Gilhooly Inspects Plant 

CoLumBus, OHIO—H. W. Gilhooly, 
chairman of the board of directors of 
the Lockwedge Shoe Corporation, re- 
cently formed with headquarters in 
Columbus, to distribute the newly de- 
signed corrective line of shoe marketed 
under the name of W. W. Locke shoes, 
visited the Columbus headquarters last 
week. He also made a thorough in- 
spection of the factory of the Julian & 
Kokenge Co., which has the contract 
for supplying the ladies line of foot- 
wear after the new models. 





OBITUARY 





George H. Dickinson 

LYNN, Mass.—George H. Dickinson, 
treasurer of the Dickinson Shoe Co., 
died last week, age 50 years, after an 
operation for appendicitis. He en- 
tered, at the age of 15, the factory of 
his father, the late Joseph Dickinson, 
and continued with the business to the 
time of his death. 


F. W. Herrick 


LYNN, Mass.—Fred W. Herrick, for 
56 years in the shoe industry, died re- 
cently at the home of his son, George 
Leslie Herrick, a widely known shoe 
man. The senior Mr. Herrick learned 
to make shoes by hand, went to work 
in the factory of his father, the late 
George W. Herrick, and, upon his 
death, became manager of the G. W. 
Herrick Shoe Co., which was one of 
the pioneer shoe firms of Lynn, in 
branding shoes with trade marks for 
sale in its own retail stores. 

Mr. Herrick was a member of the 
First Universalist church and a 32nd 
degree Mason. He is survived by his 
son, his sister, and two grandchildren. 





James W. Carroll Dies 


BALTIMORE, Mp.—James W. Carroll, 
former president of the Carroll, Adams 
& Co., shoe dealers of Baltimore, Md., 
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died following an illness at his home 
2933 North Calvert Street. Mr. Carroll 
was 55 yearsold and for anumber of years 
headed the shoe firm of Carroll, Adams 
& Co. until his retirement recently. 

The shoe business of Carroll, Adams 
& Co. was one of. the oldest shoe busi- 
nesses in the Monumental City, having 
been founded in 1860 by William C. Car- 
roll, father of James W. Carroll. The 
business was headed by the founder un- 
til his death after which it was headed 
by his son, James W. Carroll, until his 
retirement recently. Mr. Carroll’s 
grandfather, the late James W. Carroll, 
was president of the Drovers and Mer- 
chants National Bank. 

Mr. Carroll is survived by his widow, 
Mrs. Mary Marchant Carroll; his 
mother, Mrs. Alexine E. Carroll; a 
daughter, Miss Virginia Carroll; a sis- 
ter, Mrs. Katherine Carroll Davis, and 
a brother, William J. Carroll. 

The Carroll family was identified with 
the shoe business of the Monumental 
City for almost three-quarters of a 
century and the death of James W. Car- 
roll will, no doubt, be regretted by the 
shoe industry. There are many of the 
older generation in the ‘shoe business 
who recall the Carrolls. 





William E. Pitcher 


New YorK—With the death of Wil- 
liam E. Pitcher of the Goodyear Glove 
Rubber Company, New York, there 
passed one of the old timers of the 
shoe industry. Bill Pitcher, as he was 
generally known, sold the Fifth Ave- 
nue trade for a period of thirty-three 
years. 

Many years ago, Bill Pitcher’s father 
took his son with him as he called on 
the trade to sell Glove Brand Rubbers, 
and introduced him to the buyers and 
owners of the various stores. Bill’s 
father not only contacted the buyers, 
but dealt intimately with the heads of 
concerns which have since achieved in- 
ternational renown. 

So, when young Bill took over the 
business after his father’s retirement, 
he was not only selling a line of foot- 
wear that was the envy of every other 
rubber manufacturer for its retail fol- 
lowing, but he was carrying on a tra- 
dition of father-to-son—a something 
which a very few experience. Like his 
father, Bill built up a friendship and 
following with those stores that cater 
to the higher grade clientele in New 
York. J. J. Slater, one of the most 
prominent shoe dealers on Fifth Ave- 
nue, purchased rubbers from Mr. 
Pitcher, Sr., and continued as a cus- 
tomer until Bill Pitcher’s death. 

A lot of warm friends in the shoe 
trade are going to miss Bill Pitcher. 
The service which he has given over 
a period of years will long be remem- 
bered, and whenever shoe men get to- 
gether—retail, wholesale, or manufac- 
turer—the name Bill Pitcher, salesman, 
man and friend, will never be forgot- 





ten. 
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> ON THE SELLING END <« 


News of the Travelers and Sales Activities 








“Buy American” Movement 
Gets Boost From N.S.T.A. 


On every letter sent out from the 
Boston headquarters of the National 
Shoe Travelers’ Association, are typed 
the words: “Buy American,” thus 
putting into practice the resolution 
adopted at the recent national conven- 
tion to push American-made merchan- 
dise which is in competition with im- 
ported goods. 

“We are,” says T. A. Delany, Na- 
tional secretary-treasurer, “protecting 
the American shoe and leather industry 
to the best of our ability. It is obvi- 
ous that labor in this country is being 
denied its job every time cheap shoes 

‘come in from the Orient or, in fact, 
from any foreign country. Everybody 
is hurt, all along the line, from the 
producer of the raw material, down 
through the factory to the salesmen 
on the road. We hope that our mem- 
bership will carry this thought like a 
banner while in their territories. Men 
who travel can spread the gospel very 
effectively.” 


A Question of Ethics 


Is it ethical for the traveling man 
to show the orders which he has re- 
ceived from retailers in an effort to get 
business? 

“Yes,” says R. W. Bowie, of the 
men’s shoe department of the George 
Muse Clothing Company, who holds it 
to be a legitimate manner of getting 
business provided that the retailer 
does not object to having his orders 
shown to others. 

“We look at it this way,” says Mr. 
Bowie, who is one of the best-known 
retail shoe men in the Southeast. “In 
every section, the smaller retailers and 
the retailers in the smaller towns look 
to the larger cities and the leading shoe 
stores to point out to them what style 
and demand trends may exist. What 
the Atlanta public is demanding is of 
interest to everyone in the section. And 
what the George Muse Clothing Com- 
pany is sel'ing is of equal interest to 
shoe retailers in hundreds of Southern 
towns and cities.” 





Urge Reduction in Phone Rates 


Members of the National Shoe Trav- 
elers’ Association have noted with 
pleasure the adoption of a reso ution 
by the Greeters of New England, an 
association of hotel employees, urging 
a reduction in the present hotel tele- 
phone rates. This is directly in line 
with work being done by the Travelers 
to get the cost of traveling to as low 
a level as is possible. 

National headquarters points out 
that many hotels make an extra charge 





on telephone calls put in from the 
room even though the handling of that 
call involves no more effort than a 
call put through from a public phone 
in the lobby of the hotel. Both have 
to pass through the telephone switch- 
board. 

The net result is that many a call 
goes unmade and the revenue is lost 
to the telephone company. 


J. S. Whittemore Resigns 


Boston—John S. Whittemore has re- 
signed as salesmanager of the Peck 
Shoe Company to accept the secretary- 
treasurership of the Commercial Trav- 
elers’ Eastern Accident Association and 
Commercial Travelers’ Boston Benefit 
Association—two fraternal mutual in- 
surance companies with offices at 77 
Franklin street, Boston. 

Mr. Whittemore has been active in 
the shoe industry for many years, as 
wel as in association affairs, having 
been president for two terms of the 
Boston Shoe Travelers’ Association and 
of the National Shoe Travelers’ As- 
sociation for one year—1932. His 
major achievement while in this latter 
office was in persuading the Western 
railroads to restore scrip tickets at 
rates representing a decided decrease 
in the cost of travel per mile. 








Headquarters in Philadelphia 


Samuel Levitt is 
now’ representing 
the Geo. D. Witt 
Shoe Company, 
branch of Crad- 
dock- Terry Com- 
pany, Lynchburg, 
Va., in eastern 
Pennsylvania and 
southern New Jer- 
sey. He will be 
able to render his 
friends and cus- 
tomers. excellent 
service out of 
Lynchburg, Va. 
He will make his headquarters at 1538 
Ruscomb street, Philade’phia, Pa. 


Lally With Century 


Everett Lally has joined the sales 
staff of the Century Shoe Co., makers 
of women’s novelty shoes at 192 Broad 
street, Lynn, and is on the road with a 
new samp’e line. Some years ago, Mr. 
Lally sold shoes for Mitchell, Caunt 
Co., who were located for some years 
at the same address. 





Samuel Levitt 








Shoe Travelers in Atlanta 
Among the traveling men visiting 

Atlanta during the past week have 

been J. M. Comings, of the Thompson 
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WHERE TO BUY 
Dancing Shoes and Taps 
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TAP DANCING 
THEO SLIPPER 
Stock No. 1210 
Patent Leather 
For Growing Girls 
D Widths—Sizes 3-7 
Price $1.25 


BLOG SHOE CO., INC. 























147 Duane St., New York City 
% KENDALL’S "0rzssionat 
IN-STOCK 










Style No. 13 
Pat. Lea. or Bik. 
d with 


K Full 
Cloth Lining. 


Women’s Sizes, 2%-3 
$1.65 


Misses’ Sizes, 11-2 
$1.55 











te KENDALL SHOE COMPANY 
HAVERHILL, MASS. 


* 








TAP SLIPPERS 


IN-STOCK 
Black Kid One Strap 
1.35 


Patent Leather One- 
1.65 





Strap A 
Ribbon ties 5c, extra, 
BROOKS SHOE MFG. C 
Swanson & Ritner Sts. 
Philadelphia 











\WWHERE TO BUY 


Riding Boots 
| RIDING BOOTS 
| IN-STOCK 


| For Men, Women and 
\ Children—also 


and F 
ae 











Brothers Company; E. L. (Kid) Ran- 
kin, of the C. B. Slater Company; M. 
B. (Bill) Hart, of the Johnston & 
Murphy Company; and Bill Brennan, 
of the Richards & Brennan Company. 
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Texas Convention Was Biggest Since 1926 


take an inventory of himself, and, if 
necessary, start selling on a different 
principle—sell “You” salesmanship of 
1933 and abolish the “I” salesmanship 
of long ago. 

In explaining the two kinds of sales- 
manship, Mr. Wollner said that mer- 
chants years ago bought goods from a 
salesman out of sympathy for the man 
and his hard-luck story, but now the 
salesman must have something that will 
make money for the merchant. In con- 
clusion he urged salesmen to know their 
house, know themselves, be self-confi- 
dent and willing to back it up with 
hard work. 

Following the luncheon, selection of 
the “Miss Cinderella” of the convention 
was held. Miss Dean NaVair Welch 
of Fort Worth won the contest in which 
150 Texas girls entered. Judges in the 
contest were Dr. C. H. Robinson, Fort 
Worth, Ben A. Phelps, Shreveport, La., 
E. B. Fisher, San Antonio, W. A. How- 
ard, New York City, and Frank T. 
Musson, New York City. 

Tuesday afternoon was devoted to 
examining the exhibits of manufactur- 
ers and to buying. No business session 
was held. Tuesday night delegates at- 
tended the annual banquet and ball in 
the Crystal Ballroom of the Texas 
Hotel. “Faith in ourselves, faith in our 
business and faith in our Government” 
was given as the need of the country 
by District Judge Marvin H. Brown, 
toastmaster, at the banquet. 

In welcoming the visitors, Amon G. 
Carter, publisher of the Fort Worth 
Star-Telegram, said: “Everybody is 
glad to have you hold your conventions 
here—the hotels, the newsboys, every- 
body.” Judging from observations on 
a recent visit, the people of the East 
are becoming reconciled to conditions, 
Mr. Carter declared. “This is a pretty 
good country—in fact, the best there 
is. No one is doing any more business 
than we are. The attitude that we wil! 
wait for some one to do something for 
us must be abandoned. We must help 
ourselves,” Carter said. Glenn D. 
Jones was entertainment chairman. 
Songs, dances and comedy numbers 
were presented. 

Wednesday’s session also began with 
the luncheon at the “Top o’ Texas.” 
E. C. Keleher presided, introducing 
E. G. Graves, secretary of the Fort 
Worth Retail Merchants Credit Associ- 
ation, R. E. Winker, agent for the Na- 
tional Cash Register Co., and F. J. 
Nichols, Director Merchants Service 
Bureau of the National Cash Register 
Company, who was the principal speak- 
er. His subject was “Plan Now for a 
Profit.” 

“Whether business makes a profit in 
1933 depends entirely upon the individ- 
ual firms,” Nichols declared. “To begin 
with, you must decide that you will 
make a profit this year, then work to 


[CONTINUED FROM PAGE 30] 


that end. Stores must have what cus- 
tomers want when they want it.” Mr. 
Nichols gave six reasons why sales are 
lost: wanted merchandise not in stock; 
thin assortment; broken sizes; obsolete 
styles; wrong prices; and indifferent 
salespeople. 

The Southwestern Shoe Travelers 
Association again won the trophy 
offered by the National Shoe Travelers 
Assn. each year as a reward to the 
regional group with the largest num- 
ber of new members. E. C. Keleher, 
retiring president of the Southwestern 
Shoe Travelers, presented the cup to 
the new president, Harvey Hunter, to 
keep until next year. 

The officers were elected by the Texas 
Shoe Retailers at the Wednesday after- 
noon meeting. Besides President Har- 
ris, the new officers elected were George 
Baum, Corsicana, first vice-president; 
R. O. Mynatt, Dallas, second vice-presi- 
dent; Gus Daniels, Fort Worth, third 
vice-president; L. H. Graves, Dallas, 
Fourth vice-president; and Walter B. 
Taylor, Fort Worth, secretary-treas- 
urer. 

New directors, elected for three-year 
terms, are Sid Katz, San Antonio, Doc 
Evans, Wichita Falls, A. W. Langston, 
Fort Worth, Glenn Jones, Fort Worth, 
and J. M. Watson, San Antonio. 

An informal dance in the Crystal 
Ballroom of the Texas brought the con- 
vention to a close. Music for the lunch- 
eons and dances was furnished by Bus- 
ter Welch and his Orchestra. 

Mrs. W. O. Senters was general 
chairman for the ladies’ entertain- 
ments. Monday at noon the ladies were 
guests at the first luncheon at the 
Texas Hotel, attending a theatre party 
at the Worth Theatre in the afternoon. 
Mrs. Robert Logan was chairman of 
the day on Monday. “Fun Nite” was 
held Monday night in the hotel ball- 
room. 

The success of the convention was 
due largely to the work of these men: 
D. L. Tandy, general chairman of ar- 
rangements; W. B. Taylor, in charge 
of programs; D. M. Taylor, who looked 
after the registration; Glenn Jones, en- 
tertainment; Gus Daniels, “Fun Nite,” 
A. Hesselman, models; W. A. Harris, 
banquet; and Sam Justin, reception. 
These men were assisted by John Ashe, 
C. C. Patterson of the convention de- 
partment of the Chamber of Commerce, 
D. W. Carlton representing the Texas 
Hotel, H. Silverton, George White, Earl 
Justin, R. E. Crawford, John Volmers, 
R. M. Davidson, and Miss Frances 
McKee. 

Samuel Lyons’ collection of 300 pairs 
of shoes representing types worn in 
nearly every part of the world was ex- 
hibited in the lobby of the Texas dur- 
ing the convention. The. collection is 








valued at $25,000. 








The final business session was held 
on Wednesday afternoon. W. A. Har- 


ris presided. 


What’s All This About Men’s 
Clothes for Women? 


[CONTINUED FROM PAGE 13] 


tails are tailored. Stitching. Tucking. 
Perforations. Based on _ straight 
rather than curved lines. Heel straight- 
er in silhouette. Moderate in height. 
The oxford their best expression. Sim- 
ple shoes, but not necessarily plain 
shoes, to complement the tailored cos- 
tumes that your customers will be 
wearing this spring. 
Play the Tailored Idea 

Now, while the Hollywood news is 
still hot, is the time to play the tailored 
shoes you have in stock, in both low- 
heeled and town trotter types. And this 
is the time to be on the watch for new 
tailored shoes with publicity value to fit 
in with the mannish vogue. There are 
murmurings now in the market of some 
striking ideas along this line. (More 
about this, next week!) There are mut- 
terings that men’s shoe manufacturers 
may have something to offer retailers 
of women’s shoes. Why not? If men’s 
clothing houses can sell flannel slacks 
to women, why can’t a man’s shoe 
maker make women’s oxfords? This 
mannish idea has good promotional pos- 
sibilities if handled with discretion. 

What can you do about it in your 
store? 


New Shoes Each Season for Men 
[CONTINUED FROM PAGE 21] 


Goatskin has natural ventilation. Na- 
ture has installed an individual ventil- 
ating system in each piece of goat 
leather. Tiny pores or hair cells, com- 
bined with the intertwined fibre con- 
struction of the leather, permit the feet 
to breathe and insure foot comfort. All 
the accepted men’s colors, including 
black, brown and white, are being fea- 
tured in goatskin. 

Increased comfort is the goal of the 
industry in men’s Summer shoes. Long 
acceptance and wide use of kid and 
goat leather in shoes in which comfort 
is an important factor establishes the 
practicability of both. 

Men are inclined to delay buying 
shoes because “they hate to break ’em 
in.” - The light supple characteristics 
of goat leather reduce this hazard. It 
requires no breaking in and is com- 
fortable from the first step. 

Goatskin has been likened to tropical 
suitings. Like them it is light, cool 
and comfortable and gives the foot the 
kind of comfort that they give to the 
body. Development of smarter styles 
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OHIO MERCHANTS WARNED OF SALES TAX 








[Special Dispatch to BOOT AND SHOE RECORDER] 


COLUMBUS, OHI0O—The effect on the 
shoe business of the imposition of the 
proposed two per cent general sales 
tax in Ohio was fully explained by 
C. E. Dittmer, secretary of the associa- 
tion, at the annual convention of the 
Ohio Valley Retail Shoe Dealers’ As- 
sociation, held in Columbus, Feb. 13 and 
14. 

Mr. Dittmer is also assistant direc- 
tor of the Ohio council of retail mer- 
chants and he viewed the threat of a 
sales tax at hands of the present Ohio 
general assembly as something im- 
minent. He declared that a powerful 
lobby composed of various roadbuild- 
ing, contracting and school interests is 
back of the sales tax plan in order that 
diversion of gasoline tax money will 
not occur. 

Mr. Dittmer also went into other 
phases of taxation as they affect the re- 
tailer and roused the 50 or more deal- 
ers who attended to the grave danger 
of a tax of two per cent tax on all sales 
that cannot be passed on to the con- 
sumer. 

President H. T. Seigenthaler, of 
Mansfield, urged all of the members to 
interview their senators and _ repre- 
sentatives in the Ohio legislature with 
a request to oppose the sales tax plan. 

Prof. T. H. Maynard of the Depart- 
ment of Commerce, Ohio State Uni- 
versity, spoke on “Major Problems in 
Shoe Retailing.” He declared that the 
basic problem for the shoe dealer is 
that of finding some way by which they 
can meet expenses with a lower volume 
of sales. The two plans are: first, re- 
ducing expenses or, second, securing a 
higher markup on present sales. 

While something can be done in ad- 
justing salaries, advertising expense, 
rent, etc., most merchants have gone 
about as far as they can in that direc- 
tion. Larger markup on the same 
quality of shoes or larger markup 
which will naturally follow the pro- 
motion and sale of quality footwear 
were advocated by the speaker. He 
declared that the quality movement, 
sponsored by a number of organiza- 
tions, offering some possibilities. Pro- 
fessor Maynard gave various reasons 
for markdowns as shown in a recent 
survey made by the Bureau of Business 
Research of Ohio State University. 
He finds that 55 per cent were due to 
broken assortments and remnants. He 
urged dealers to establish price lines 
and then buy up to these lines as a 
means of avoiding heavy markdowns. 

In all 70 manufacturers and whole- 
salers had extensive displays of their 
products in ample rooms in the Deshler- 
Wallick Hotel, where the convention 
was held. All of the important lines of 
the country were on display. 

A discussion of methods of keeping 
perpetual inventories, dealing with 


losses occasioned by markdowns, and to 
educate the public in better quality 





merchandise was had at a round table 
session. Charging markdowns to ex- 
pense and deducting the amount from 
sales was one of the methods general'y 
approved. 

Difficulty of selling sandals at a small 
profit when the average time of sale is 
45 minutes was discussed by several 
dealers. 

The business session of the conven- 
tion was held Tuesday morning, when 
resolutions were adopted. The reso'u- 
tion committee consisted of George 
Bunn, Salem, chairman; Fred Abbott, 
Newark, and Austin Hermann, Chil- 
licothe. 

The nominating committee consisted 
o£ Walter Sweet, Toledo, chairman; 
H. H. Miller and George Dorman. 

The concluding sessions of the con- 
vention will be covered in next week’s 
RECORDER. 


York Retailers Elect 


YorkK, Pa.—Samuel Brueggeman, 
dean of the York shoe men, was hon- 
ored by his co!leagues, with the elec- 
tion to the presidency of the York 
Shoe Retailers Association, at the an- 
nual business meeting of the organiza- 
tion held in the shoe department of 
the Bon-Ton Department store, on Jan. 
31. Mr. Brueggeman, who has been 
associated with the shoe industry for 
more than 40 years, is at present with 
the Edward Reineberg company. Other 
officers elected at the meeting were: 
Vice-president, Walter Greenfield, 
Wiest’s Department store; secretary, 
David Hill, Bear’s department store, 
and treasurer, Charles Martin, G. F. 
Kinney Company. Mr. Martin, when 
the officers are installed at the Febru- 
ary meeting, which will be held on Feb. 
27, will be inducted into his eleventh 
term as treasurer. 


Sales Tax Bill in Indiana 


INDIANAPOLIS, IND.—The_ introduc- 
tion in the general assembly of the 
Indiana legislature of a sales tax bill 
shows the shoe men not forgotten—in 
fact, too well remembered. All shoe 
stores would be taxed two per cent on 
gross sales if the bill is passed. Due 
to the fact that the Indiana associa- 
tion of retail shoe dealers has become 
rather a dead issue, the trade has no 
official organization to go to the front 
for it, though some aid may be expected 
from the Shoe Travelers’ Association, 
which is functioning at the present 
time. According to leaders in the trade 
here, they will be in evidence, at least 
individually, when the bill starts its 
progress toward becoming a law. Othe 
business organizations actively are 





fighting the measure. 





ROGERS 
SHOES 


the latest in genuine Good- 


year Welts made in U.S.A. 


$ .00 


RETAIL 





are 


THE 


RADCLIFFE 


In smoked Elk, white, 


brown, black 


and 


camel Elk—rubber and 


leather soles—A 
40. 





DAYTONA 


to € 


In black and_ white, 
brown and white, and 
two tone Elk—rubber 
and leather soles — A 


to C—$1.40. 





In smoked Elk, 


THE VASSAR 


white 


and two tone combina- 


tions, with flat 


Cuban heels — in rub 
ber and leather soles— 


A to C—$1.40 


loc nenteeena 


>/ 


"NASSAU 


and 


In black and _ white, 
brown and white. and 
two tone Elk combina- 


tions — leather soles 


only—A to C—$1.40. 

















| Terms: 2 per cent—30 days. 





ROGERS BROS. 
SHOE CO. 


59 LINCOLN ST., BOSTON, MASS. 
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IF the shoes in your windows 
could only say aloud: 


“This is a fine store . . . always courteous service. The cus- 
tomer’s needs receive concentrated attention. The merchant 
selling me is giving you wonderful value for each dollar you 
spend.” 


RECORDER WINDOW DISPLAY CARDS give “silent” shoes 
in the windows a voice on behalf of the merchant. Make your 
merchandise attractive in display—use Recorder cards for 
color and to talk YOUR store service—and your business will 
improve. 


You can’t contact the window shoppers outside, but you can 
GUIDE their thinking. Appeal to them on a basis of service, 
quality, personal satisfaction. 


Recorder cards are designed and written exclusively for shoe 
merchants. Double the value of your window displays with 
hand-lettered selling messages on colorful, artistic, die-cut 
show cards. 


Samples will be sent on request 





cia *Desee ot tenn "oe nea” CS jeg ggst Zs Talowlam 9°", Orange “O's Rev ese 
Ww. Orange. Yellow. — aE eee 
Attractive Hand Lettered Price Tickets “5” oh 
IN ALL DENOMINATIONS AND BLANK. OTHER DESIGNS IN STOCK = #£=«@wn |] | 
This group priced at: 6 dozen @ 85¢; 12 dozen @ $1.50 Price... 
“J”—Adjustable clips for tickets: 1% gross $2.25 


- (Tilts at any angle) 1 gross $4.00 
“K”—Shoe Carton Tickets: 500 @ $1.25; 1000 @ $2.25 
CHECK WITH ORDER, PLEASE 
ASK FOR SAMPLES OF STOCK & FINANCIAL RECORDS 
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FEBRUARY 
Gold board; design in 


black and pale yellow; 


black text. 
Two Sizes: 8x14" .. 7x12” 


COMPLETE TEXTS 


sent on request 


4 cards—Women’s Shoes 

2 cards—Men’s Shoes 

1 card—Children’s Shoes 

1 card—Hosiery 

6 cards—On Store Serv- 
ice, Fitting, Quality, 
Ete. 


Single Cards: 60¢ each 
Without Text: 35¢ each 


SPECIAL INTRODUC- 
TORY SERVICE: 3 
cards, 50 blank tickets, 
without holders, @ $1.50. 
On Annual Contract, two 
holders supplied. 
































“K°? 
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Annual Display Card Service 
Includes 
EXCLUSIVE FRANCHISE is given with annual card service 


to one merchant in an average size town, suburb or city shop- 
ping center. 


STORE WINDOW BULLETIN, supplies merchandising and 
display suggestions each month. 


SPECIAL CARDS, with wording as wanted. 


EXCHANGE OF CARDS: Annual card service subscribers may 
exchange any cards received for others of the current month, 
whose texts better cover their merchandising program. 


PRICE TICKETS: Blank tickets, matching the current month’s 
cards, supplied free. Neat tickets with prices as wanted, but 
not harmonizing with the show cards, supplied free, if pre- 
ferred to blanks; harmonizing tickets, with prices as wanted, 
to assure well blended trim, are 25¢ per fifty, additional. 


mors 


Z: 





HOLDERS 


Oval base — bur- 
nished gold— 


three color trim. 







Smart 
is Si and 


J 


These modernistic 
holders take any 
size card. They 





harmonize with PY San pe 
the finest of win- ~its senable 
dow display fix- Be rm to. 


tures. 


BGs Rha SEE DO SAITO IR 


Merchants Service Dept. 


BOOT AND SHOE RECORDER 
367 W. Adams St., Chicago, IIl. 
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Select the Service You Wish— 
Mail Coupon—See Sales Jump! 
SERVICE NO. 1—$5.00 monthly: 


13 display cards... 6 holders... 
100 blank harmonizing price tickets 


SERVICE NO. 2—$4.00 monthly: 
9 display cards ... 4 holders... 
100 blank harmonizing price tickets 


SERVICE NO. 3—$3.00 monthly: 
7 display cards... 2 holders... 
50 blank harmonizing price tickets 


SERVICE NO. 4—$2.25 monthly: 
5 display cards ...2 holders... 
50 blank harmonizing price tickets 


COUPON 


BOOT AND SHOE RECORDER 
367 W. Adams St., Chicago, III. 
Please enter our order for the Recorder “Selling Mes- 


sage,” beginning with February, for card service 
NG eee ste ,» for one year, consisting of........ card 
‘holders (with the first month’s service), . cards 
* CME ccccnes blank tickets each month—OR—........ 
IMPRINTED tickets at 25¢ per fifty, additional, for 


per month. For cash in advance, full year’s service, 
5% discount. Checks from foreign subscribers must 
' be drawn on United States banks, or include exchange. 
(If for any unforeseen reason we wish to discontinue 
service before expiration of order, we agree to pay 
$1.00 per month additional for each month’s service 
delivered, and agree to return the card holders.) 


We sell MEN’S, WOMEN’S, CHILDREN’S SHOES, and 


WOMEN’S HOSIERY. (Cross out lines not carried.) 
We wish IMPRINTED TICKETS @ 25¢ per fifty: 


which we will pay $........ per year, payable $........ 


Store Name 


Coo reece rerereseseeeeeeeee-+-sesesesseese 


Owner 


ee ee 


weer errr ere rreeeeeseee+ + eeetesesesessesessesese 





When writing advertisers please mention Boot and Shoe Recorder 


ORE SHOES 











46 


CLAWIFIED ann WANT AD 


A DEPARTMENT 
WHERE EMPLOYER 
AND EMPLOYEE, 
BUYER AND SELLER 


MEET . 


e e e « 
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SALESMEN WANTED 


SALESMAN WANTED 


POSITION WANTED 











“LIVE WIRE” SALESMAN 


Calling on the Well Rated Accounts for Fast Selling 
Line of Women’s Novelty Shoes to Retail at $1.50, 
$2.00 and $3.00; Straight Commissions; No Ad- 
vance. Settlement Monthly—Full Time or Side 
Line. Territories Open: Idaho, Wyoming, Utah, 
& Montana; Indiana; Arkansas; Kentucky & Ten- 
nessee; North & South Dakota & Minnesota. 
Fashion Shoe Co., Inc. 
1412 Washington Avenue, St. Louis, Mo. 











SIDELINE Salesmen wanted—State Territory. 
Address D-261, care Boot & Shoe Recorder, 
239 West 39th Street, New York, N. Y. 





SALESMEN: FOR NEW YORK _ STATE, 
OHIO, EASTERN AND | WESTERN 
PENNSYLVANIA, CONNECTICUT; IN 
STOCK $2.00 and $3.00 WOMEN’S NOVEL- 
TIES. SEMI-MONTHLY SETTLEMENTS. 
REFERENCES. _ADDRESS D-285, CARE 
BOOT & SHOE RECORDER, 239 West 39TH 
STREET, NEW YORK, N. Y. 





ALESMAN Wanted — Sideline. Traveling 
territory by car to sell manufacturer’s line 
of Children’s Shoes, sizes 2-8 carried in_ stock. 
Territories Iowa-Nebraska-Minnesota-N. Dakota- 
Dakota - Kentucky - Tennessee-Louisiana-Okla- 
homa-Arkansas-Ohio. Address D-284, care Boot 
& whee Messner, 367 West Adams Street, Chi- 
cago, 





WANTED: Salesman for New York City, 
Brooklyn, Long Island, and Connecticut. 
Commission basis. J. Weiss Shoe Co., Inc., 
137 Duane Street, New York, N. Y. 





SALESMEN FOR. SHORT LINES OF 
MEN’S AND WOMEN’S BETTER SOFT 


E 

REFERENCES. STAR FOOTWEAR COM.- 
PANY, 50 NORTH 4TH STREET, PHILA- 
DELPHIA. 


R ESIDENT Salesmen to sell direct from fac- 
tory, line of women’s McKay Novelty shoes 
to retail at $2.00. Advise territory wanted and 
furnisb references. Address D-283, care Boot 
& Shoe Recorder, 239 West 39th Street, New 
York, N. Y. 


EN SALESMEN WANTED: To introduce 

the famous Steinbrecher arch support, with 
its ventilated feature. Preferably men carrying 
s findings. For further information write 
Ventilated Arch Support Co., 2011 Clybourn 
Ave., Chicago, Ill. xceedingly generous com- 
mission. 








ALESMEN with established trade to sell on 

commission as side line, short snappy line, 
leather sole beach sandals, women’s black ki 
comfort style, men’s and women’s slippers. All 
carried in stock, Territory open Texas, Indi- 
ana, Ohio, Illinois, Missouri, Kansas, Minnesota, 
Washington, Oregon, Virginia, Georgia, Ken- 
tucky, Tennessee. A good money making side 
line. Give full information first letter. Nes- 
tletoe Slippers, Inc., Worcester, Mass. 








LINE WANTED 


WANTED. A line of popular priced ladies 
novelties for California. Commission basis. 
Address Al. Stein, 736 Mendocino Ave., Santa 
Rosa, Calif. 





Y services will be available after March first 

to some good shoe store. Have 20 years ex- 
perience which includes complete knowledge of 
the foot; how to measure for special construc- 
tion; store management in all its details, as well 
as window trimming. Interested in a job, rather 
than a position. E. D. Lewis, 34 Prospect Ave., 
Gloversville, N. Y. 


FOR SALE 


FOR SALE: Detroit’s finest ladies’ shoe store, 
salon type, finest fixtures obtainable. Ex- 
tremely low rental; desirable downtown location. 
Small stock all purchased within past sixty 
days. If you have cash and want to step right 
into a going business, this is ready made for 
you. ther business reqvires owner’s time. 
Address D-282, Boot & wuoe Recorder, 239 
West 39th Street, New York, N. Y. 

















WANTED. A good line of ladies novelty shoes 

‘to retail at $1.95 and $2.95 and a popular 
priced line of boudoir — and a_ popular 
priced line of sandals for rgia and Alabama. 
Commission basis. Travel by car. F. O. Roesel, 
Woodbury, Ga. 





[ AM open for a line of men’s, women’s, or 
general line of shoes to cover Western Penn- 
sylvania. Have an established trade of well- 
rated accounts. Ten years with International 
hoe Co. Best of references. What have you 
to offer? Address, S. J. Boyer, 5160 Keystone 
Street, Pittsburgh, Pennsylvania. 





LINE of Ladies’ popular priced shoes and 

slippers for New Jersey state, Baltimore, 
& Washington. Travel by car. Address D-286, 
care Boot & Shoe Recorder, 239 West 39th 
Street, New York, N. Y. 





I WANT to get lined up with a shoe jobber 
who has Women’s Novelty shoes in low price 
grades. Also a manufacturer of cheap felt 
slippers. R. LaFrance, 1371 Plainfield Avenue, 
N. E. Grand Rapids, Michigan. 








BUSINESS OPPORTUNITY 


WANTED. Manager to buy one third interest 

($2,000 needed) and take complete charge 

smartest women’s specialty shop northern New 

York State. New capital to open children’s de- 

partment. Reply direct to D-280 care Boot & 
ne senegene, 239 West 39th Street, New 
ork, : 








JUST WEST of BWAY | 


NEW YORK 
1000 ROOMS 


EACH WITH BATH AND SHOWER 


Circulating Ice Water... Radio... 
Large Closets...Full Length Mirrors 


OTHER UNUSUAL FEATURES 
SUN-RAY HEALTH LAMPS 
Roof Solarium... Air-Cooled Restauvran 


ROOMS $950 — - $600 


IN THE HEART OF TIMES SQUARE 

















CLASSIFIED ADVERTISING RATES 


The rate for “Position and Lines Wanted” advertisements is 4 cents per w 
Minimum charge 75 cents. For all other classified advertisements the cents per w 
When a box number is desired twelve words should be added for the address. In all other cases each 


word of the address should be counted. 
The rate for all displayed classified advertisements is $5.00 an inch with a maximum of 45 words. 
Classified advertising is payable in advance. 
&* Advertisements for this page must be in our New York office on Friday of the week preceding publication. ™& 


ord for all undisplayed advertisements. 
rate is 7 t Minimum 








When writing advertisers please mention Boot and Shoe Recorder 
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TO STAY AT THE LINCOLN — 
... 1S A HAPPY REMEMBRANCE Individ 


An interesting cosmopolitan at- 
mosphere . . Cheerful Rooms. . 
Pleasant Service . . Fine Restau- 
rants . . Moderately Priced . . 
Around the corner are theatres, 
clubs and glamorous Times 
Square. . 











Conveniently accessible to rail- 
road terminals, steamship piers, 
the business and shopping centers 
“A Perfect Hotel for The Visitor” 


ROOM with PRIVATE BATH, 
RADIO and SERVIDOR 





























$2 single $A double : 
Ss yet (Actual size) WRITE for T a 
Special suites and ee 3 per day red oe white AND —— 
o fo t S : 0? 

ee for visiting sale Special weekly and monthly rates. OTHER STYLES AVAILABLE es aaa 
Polly Clip atte RECORDER, 
HOTEL LINCOLN, , =. OO 
% Gross ....$2.25 oo CHICAGO 
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IN THE HEART OF NEW YORK Your Store Name 
ON 


ual Price Tickets 


Any Assortment of 
Prices Wanted 
100 tickets.............0. $2.50 
200 CICKEIB 6... o cccccccece 4.25 
—with store name in type— 


(If special hand-drawn design 
add 75c. to initial order.) 
Without store name 


| 


pC On $1.50 
6 GOBCH: cc ccccvccccccces 85 
FRc cccccsscnucecs 25 


Check in advance must 

accompany order— 
For your spring trims we have 
appropriate, seasonable tickets 
in-stock, 

Samples on Request. 
DISPLAY WINDOW CARDS 
Sizes: 7” x 12” and 8” x 14”, eer 


O with store name 























JOHN T. WEST, Manager 1 Gress .... 4.00 vd C) without tess came 
44th to 45th Sts.— 8th Ave.— New York Pw as a asians 
UNDER NEW MANAGEMENT “'A RELIANCE HOTEL" ee Need tickets City pacer rsentnesxewnseesenengensn 

o" FY cvevese BP RERERERELERELEPELERE 
HOTELS HOTELS WANTED TO PURCHASE 





YEARLY RENTALS 









@ large outside rooms 12x 20 @ private bath with shower 
@ serving pantry—refrigerator @ complete hotel service 


ofel BELVEDERE 


319 W. 487H: ST. TEL. PENN. 6-5900 








NEW YORK 








BUSINESS OPORTUNITY 








We will pay the best price for 

your surplus or entire stocks of shoes, 

general merchandise or department 
stores. Leases assumed. 

- Write - Call 

All matters strictly confidential. 


I. SIMON CO. 


101 Reade St., New York City 
Phone Worth 2-5922 Est. 1880 








Buyers of Surplus Stocks 


We will buy surplus or entire stocks of shoes 
from manufacturers, jobbers or retailers. 


QUANTITY NO OBJECT 
KIRSCH - BLACHER CO., Inc. 
590 Broadway New York 
Phone Canal 6-4298 and 4299 

















BUSINESS OPPORTUNITY 














o—" — * ~— —— 
offices. an make from five to een ; 
thousand a year. Successful offices now 60 Oparus ¢Z ag, dgs TEL i 


in New York, Boston, Buffalo, Syracuse, 
BATHS 


When You GoTo 
Business Opportunity Y ae ey 
om with orthopedic experience to open 







Milwaukee, Los Angeles, etc. Desirable 
protected territory open. Small invest- 


ment. Free training. Write AROOM and 
ORTHOMEC SYSTEM A BATH 
140 Boylston St., Boston, Mass. For awe goa 














Oakland Store Discontinues 2: 50, 1400 "nnn oar 
OAKLAND, CaL.—Walk Over Shoes 
1444 Broadway, Oakland, will discon- PEN NSYLVAN IA. 


tinue business at this address. 














YOU CAN HAVE A BUSINESS PRO- 
FESSION OF YOUR OWN and earn big 
income in service fees. A new system of 
foot correction; readily learned by any 
one at home in a few weeks. Easy terms 
for training; openings everywhere with 
all the trade you can attend to. No capi- 
tal required or goods to buy; no agency 
or soliciting. Established 1894. Address 
Stephenson Laboratory, 21 Back Bay, 
Boston, Mass. 





Incorporates Louisville Store 
LouISVILLE, Ky.—The Forsythe Shoe 
Co., Louisville, has been incorporated 
by William Levey, Theodore G,. Levey, 
Jacques Briefer and Henry Davis. 
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BOOTS AND SHOES 


Ault-Williamson Shoe Co., Auburn, Me.... 37 


Bass, G. H., & Co., Wilton, Me........... 40 
Blog Shoe Co., Inc., New York City...... 41 


Bob Smart Shoes, Div. of Craddock-Terry 
Co., Milwaukee, Wis........cscccccccves 


Chase, W. 8S., & Sons, Haverhill, Mass.... 40 


Connell, J. M., Shoe Co., South Braintree, 
BOD, v.cvoerecdoocrecicevcevess Horse se 41 


Dodge, Bliss & Perry Co., Newburyport, 
ere are ee ror ee 39 


Ebberts, John, Shoe Co., Buffalo, N. Y.... 39 


Edwards, J., & Co., Philadelphia, Pa., 
Back Cover 


Ephrata Shoe Co., Ephrata, Pa. ......... 40 


Freeman Shoe Corp., Beloit, Wis...2nd Cover 


Freeman-Thompson Shoe Co., St. Paul, 
MS saan casb hw sos eva 606s 50060650 <5 4 


Friedman-Shelby Co., St. Louis, Mo...... 8 


Kendall Shoe Co., Haverhill, Mass........ 41 


Mrs. Day’s Ideal Baby Shoe Co., Danvers, 
MNES 9c. 00 tas seaeng yun ehs 600s seu s.00 6% 4 


Nettleton, A. E., Syracuse, N. Y........... 38 
Old Colony Shoe Co., Brockton, Mass..... 38 
Richards & Brennan Co., Randolph, Mass. 38 
Roberts, Johnson & Rand, St. Louis, Mo... 23 


Rogers Bros. Shoe Co., Boston, Mass..... 43 


Smith, J. P., Shoe Co., Inc., Chicago, Ill... 39 
Stacy-Adams Co., Brockton, Mass........ 38 


Vitality Shee Co., St. Louis, Mo.......... 1 





IN THIS 
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A BUYING GUIDE TO 
OUR ADVERTIVERY 
ig) ae 





LEATHER AND OTHER MATERIALS 


Allied Kid Co., Boston, Mass..........++++ 6 


Dewey & Almy Chemical Co., Cambridge, 
BOE, ccvereseesecesasdeceetd Front Cover 


Evans, John R., & Co., Camden, N. J.....24-25 


Levor, G., & Co., Inc., Gloversville, N. Y...2-3 


Surpass Leather Co., No. Phila., Pa....... 27 


Zapon Co., Stamford, Conn..........+.++. 33 


MACHINERY, LASTS, MFRS.’ SUPPLIES 
DRESSINGS, ETC. 


United Shoe Machinery Corp., Boston, Mass., 
4-29-34 


Tubular Rivet & Stud Co., Boston, Mass., 
3rd Cover 


SHOE ACCESSORIES 


Simplex Shoe Tree Corp., Chicago, Ill.... 38 


MISCELLANEOUS 
Hotel Belvedere, New York City......... 47° 
Hotel Edison, New York City........... 46 
Hotel Lexington, New York City......... 32 
Hotel Lincoln, New York City............ 47 


Illinois College of Chiropody, Chicago, Ill.. 32 


Kirsh-Blacher Co., Inc., New York City.. 47 


Orthomec System, Boston, Mass.......... 47 
Simon, I., Co., New York City.......... 47 
Stephenson Laboratory, Boston, Mass..... 47 
Hotel Pennsylvania, Phila., Pa............ 47 





Make Spring Windows Produce 


[CONTINUED FROM PAGE 28] 


Modernistic cubes or cylinders pro- 
vide effective display stands if the, 
window is modernistic. They can be 
painted to harmonize with the back- 
ground. It’s an excellent idea to show 
the use of the merchandise with an 
illustration or two, which can often be 
obtained from a fashion magazine. 

A window display is really nothing 
more nor less than a life-size advertise- 
ment of your merchandise in three di- 
mensions. Caption, illustration, layout 
and selling story are all important fac- 
tors. Just as cut-out figures are effec- 
tive for the illustrative feature, so can 
cut-out letters of felt or wood be used 
for the caption, which should strike the 
keynote of your display. The words 
“A Step Ahead” in the Bob Smart 
window at the beginning of this article 
form an excellent example. 


Concentration Helps Juvenile 
Shoe Section 
[CONTINUED FROM PAGE 17] 


on for three days only and any surplus 
remaining at the expiration of that 
period was held forthe next month. 

“Third. twice a year, we held a gen- 
eral sale at which the utmost care was 
exercised to see that a customer knew 
exactly what she was buying. There 
was no tricky or flamboyant advertis- 
ing used and everybody in the depart- 
ment, from top to bottom, kept faith 
with the customer. I know that we 
could have increased our volume from 
$50,000 to $100,000 for the year by 
doing more high-pressure salesmanship 
at these sales but we are looking ahead 
to the time when our customers will 
have more money, and when they do, 
we want to be in their confidence. We 
are building toward that now. 

“Fourth, we keep a balanced stock 
so that a customer can come in any 
time during the month and get what 
she wants. That, I think, is one of the 
most important features of our policy. 

“That these simple, sound methods 
of sales policies are working out to our 
advantage can be seen from the fact 
that both our turnover and profits are 
above the national average which was 
shown in a recent survey. Our adver- 
tising has been consistent throughout 
the year. 
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COMES FIRST IN 









SEVILLE... . Superfiex process 
Style 4492—White Kid.............. $3.60 
Copley Last, 17/8 Covered Boulevard Heel 
AAA 5-9 AA4%-9 A4-9 B2%-9 C34%4-9 
Style 4493—Same in Dull Black Kid... .$3.35 


Merchandise that represents true worth builds business that is 
sound, permanent and profitable. Intrinsic value in merchandise 


has always been the best policy .. . Queen Quality shoes, in 





SABLE .... Superflex process their smarter styling, high-grade materials and careful manu- 
Style 3271 — Admiralty Blue Kid with Genu- 
ine Sive Lined Tarte Speen ar ee a facture reflect the basic policy of the outstanding organization 
Waldorf Last, 17/8 Covered Boulevard Heel 
AAA 54.9 AA4K9 A49 B3%9 behind them:—a policy to create genuine worth in shoes, and 


Style oP Sons in | Dull Block Kid a Gen. 
he aertineeatnamnivanting: Aye to market this better value at more advantageous prices... 


Priced to retail at $5 and $6, with the ultra-smart DeLuxe line 
to $8.50, Queen Quality shoes offer dealers a distinctive line of quality shoes that can 
be merchandised at very attractive profits. The line is complete in its style range and in- 


cludes Goodyear Welts, Super-Flex styles and McKays .. . Comprehensive In-Stock , 








Service is maintained at all times assuring prompt shipments for quick 


turnover and volume. Write for catalogue. 


QUEEN QUALITY SHOE COMPANY: ST. LOUIS, MO. 
Branch of International Shoe Company 


Argyle Last, 15/8 Covered Cuban Heel 
AAAA 6-10 AAA 5%-10 AA 5-10 
A4%-10 B3-10 C3%-10 
Style 9507—Same in White Kid........ $3.60 








DORA cc ccee McKay 
Style 2071— All Admiralty Blue Kid. . .$3.10 
Lindel | Last, 18/8 Covered Boulevard Heel 
AAA5-9 AA 44-9 A4-9 B2%-9 C3%-9 
Style 2070—Same in Dull Black Kid... .$2.95 


BELEEME 














REG.U.S. PAT OFF. 


SHOES 


Nationally Advertised in LADIES’ HOME JOURNAL ¢ DELINEATOR » WOMAN’S HOME COMPANION » HARPER'S BAZAAR 








Vol. 102. No. 25. yyy J beg week by the Boot & Shoe Recorder Publishing Company, 239 W. 39th St., New York, N. Y. Entered by second ? as matter Sept. 10, 1925, 
t the Post Office at New York, N. Y., under the act of March 3, 1879. Subscription price $3.00 per year. Printed in U. 8. 
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‘*Building for Better Business with BALL-BAND’’ 


















Hoosier 


One of our most 
popular styles.. Made’ 
in black as shown, 
also in buff, brown 
and white. 



















Balanced Construction 


It is no secret that merchants who handle Ball-Band Canvas Sport 
Shoes enjoy increased sales year after year. It is no secret that 
consumers have learned to rely on the Red Ball trade-mark for 
extra long wear, real foot comfort, and general satisfaction. The 
reason for this popularity with dealers and wearers is balanced 
construction. 


That means tough soles, special non-absorbent insoles, sturdy 
uppers, stout foxings toe caps and toe strips, durable trim, well- 
anchored eyelets, properly designed reinforcements, cements that 
hold fast—each part made for its special job. And then skilled 
workmanship to build all these parts into balanced construction 
shoes that will stand the gaff. 


Every Ball-Band Sport Shoe is a balanced construction shoe. Each 
one is built in its own price range to give the wearer the extra 
service that brings him back to your store a well-satisfied customer. 
Sufficient reason why each year an increasing number of merchants 
are finding Ball-Band Sport Shoes so profitable and so satisfactory. 


Write for price list. If you would like to see samples, tell us when. 








BALL 


Ay 
q 





‘Tennis—Sandals—Gaiters—Rubbers—Arctics—Boots—Etc, 








MISHAWAKA RUBBER & WOOLEN MFG. Co. 










(New Bugland and Greater New York dealers should address Dunham Brothers Co., Dept. A, Brattleboro, Vermont.) 





When writing advertisers please mention Boot and Shoe Recorder 
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What Suceessful Merehants 
think of 


TRADE MARK REG. U.S. PAT. OFF 


and the New Patented 
Seamless Quarters 






































No. 5115 
IN STOCK 
Genuine Pig- 
skin’ punched 


Sport Oxford, | 
Hazelwood Calf-Trim 


. THE GILBERT SHOE CO. 


THIENSVILLE, WISCONSIN 


1 to 12.....- A, B,C, D gh New York Office Los Angeles Office 
1 to>3....... A, B,C, D : 

9). AAW ABC 425 Marbridge Bldg. 327 Grosse Bldg. 
ve iia Heel 5 ~ New York City. _ Los Angeles, Cal. 
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“WITH THESE SHOES AND CARTON IN 
A WINDOW DISPLAY, THE KISTLER 
BENCH BRAND LEATHER SOLES 
ALONE WOULD ATTRACT TRADE.” 











THE BEAUTY OF THE NATURAL FINISH OF 
KISTLER BENCH BRAND SOLE LEATHER 
PROMPTED THE ABOVE REMARK 


For years it has been recognized that the bottom finish, as well as pat- 
tern and fittings, has much to do with the salability of shoes. But, whether 
the bottom finish is natural or otherwise, we contend that a foundation 
of dependable sole leather is essential for bottoms with greatest selling 
value. 


Don’t pay the penalty of poor sole leather. Tannages and sole leather 
differ so much—the proverbial “ounce of prevention is worth a pound of 
cure”, Your interests will be protected and the wearer’s satisfaction will 
be assured, if you favor KISTLER “BENCH BRAND” Leather Soles for 
dress, sport and work shoes. 


A SELLING SUGGESTION mi 
There has never been a more favorable time to turn the wear-resisting and RISTLES Sa 


moisture-resisting qualities of KISTLER “BENCH BRAND” Leather Soles 

to your profit, than right now. Those qualities, beneath any bottom finish, “’ 

will get trade and hold it. The public is buying more thoughtfully. It is set on 

getting value. The necessity for economy has shown its true measure to be 

serviceability. To be able to point to the “BENCH BRAND” mark on the 

shank of shoes and say—this is the finest American sole leather, it will protect : ; 
the feet on damp days and wear best in all ways—is to invite consumer ac- be yg Boon represents a side 
ceptance. Price prompts no sales resistance when quality is stressed and ae KI STLER DENCH 


BRAND” SOLES is about 











13% of the whole side. 
Write us for che names of shoe manufacturers ous tom that 
carry KISTLER “BENCH BRAND” LEATHER SOLES. 


| 
a a i Fe Ni Re 
KISTLE LEATHER COMPANY 
BOSTON:MASS-: 
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In the 


alm 
of your 


hand 


As you read this message visualize the last ten men who left your store 
after making footwear purchases. Visualize them two months from now, 
four months, and again six months from now when they'll be in the 
market for another pair of shoes. Will they return? Will they want 
to be fitted to another pair of shoes similar to the last pair? If your 
answers to these questions are the least bit doubtful—read on. 





With Musebeck DOUBLE ARCH WEAR STRAIGHT Shoes you hold 
the trade of nine out of every ten men customers in the palm of your 
hand. You'll hold them because of the perfect fit, the lasting comfort, 
the supreme foot ease that comes from these solidly built, special feature 
shoes. You'll hold them because you’ve sold them shoes that give 


support where support is needed, shoes that are equipped with a solid 
leather (patented) insole that extends the entire length of the shoe and 
rigidly supports the Cuboid Bone, that part of the foot where 95% of 
all foot troubles originate. These special feature shoes cement cus- 
tomer friendship. They enable you to build business that grows with 
the passing of time. 


They provide you with a 40% markup plus a 
5% discount to keep you on the right side 
of the ledger. And they are carried IN 
STOCK so that your requirements can be 
filled promptly. Catalog on request. 





This is the feature that holds nine of 
every ten customers to your store. Note 
how this leather saddle extends under 
the Scaphoid streamline, straightens up 
the weak foot, and puts body weight on 
euter longitudinal arch or Cuboid stream- 
line where it belongs. This feature is 
ene of the d ng: h 
dising ideas ever introduced to the shoe 
industry. 
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S056 Blk. Ruby Kid Blu. Ox. Arch Support 
Insole. 


S56 Same as above in high shoe. 





Combination 


S060 Blk. Ruby Kid Blu. Ox. Arch Support 
Insole. 


S60 Same as above in high shoe. 





‘ 
Brouwer Research No. 100 
$0170 Blk. Ruby Kid Blu. Ox. Arch Support 
Insole. 


All oxfords and shoes made with the 
Arch Support Insole are priced at 
$4.85 less 5% discount 20 days, 30 
days net. 


Mens jouble Arch (Year Stuaight Shoes 
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PROFITS MAINTAINED AND INVENTORY REDUCED MATERIALLY 


5 wubb LGA I, NE sll alin et BEIT 





Almost a quarter of a century ago 
Schuler’s Shoe Store was established on 
West Broadway in Minneapolis. During 
its entire career it has been recognized 
as being progressive and wide awake; it 
has always availed itself of every oppor- 
tunity to improve its service to the com- 
munity and at the same time to improve 
its own position. 

For many years Mr. Schuler bought 
his shoes from many sources and oper- 
ated his store without any particular 
method of planning. But with rapidly 
changing conditions, he quickly recog- 
nized that if his store was to keep 
abreast of competition, improve service, and secure 
profits, he would have to concentrate his buying 
and operate on a sound and proven plan. 

Accordingly, in November, 1930, he adopted the 
Peters Plan and started concentrating on the sale of 
Peters all-leather shoes.:A complete stock analysis 
was made immediately; a modern system of unit 
stock control installed; and a perpetual inventory 
and accounting system started. 

ing the period of twenty-seven months that 

this store has operated under the Peters Plan, it 


Mr. Otto Schuler and two views 
of his attractive shoe store 


has increased its financial position by better than 
§0 per cent .. . shown a net profit of 7.3 per cent, 
exclusive of all salaries; reduced its inventory; and 
kept its unit pair sales, as well as dollar sales, on 
a par with previous years. -.~- 

Schuler’s have found that Peters all-leather shoes 
win and hold customers, and that the Peters Plan 
takes all the guess-work out of operating their 
store. Scores of successes similar to Schuler’s 
Shoe Store are now in the making. If you wish to 
know more about the Peters Plan. 


WRITE MERCHANTS SERVICE DEPARTMENT OF 


Cinna Sh co} ST. Louis, mo: a 


When writing advertisers Please mention Boot and Shoe Recorder 



















Boot AND SHOE RECORDER : 
combining THE SHOE RETAILER, Feb. 25, 1933 


ADMIRALTY:* 
BLUE 


leaps into the lead as 
Spring's outstanding favor= 
ite. VODE COLOR 36 is 
an absolutely correct in= 
terpretation of fashions 
requirement—a dark navy 


—yet appearing blue under 
all lights. 





A 






STANDARD KID DIVISION 


209 SOUTH STREET :: BOSTON, MASSACHUSETTS 


When writing advertisers please mention Boot and Shoe Recorder 





Boot AND SHOE RECORDER 
combining THe SHOB RETAILER, Feb. 25, 1933 








bashramed 

+a the history of the company”. 
“That's wot surprising ©, .. The” 
same shoes that fotmerty come - 
$8.50 0 $42.50 are 


phe 5 09 


| NGA BMI ycmsgein enced te wares.) % 








ae Gatrr name Stsrrine ndee, ” tte CWAlTi NIN, HOT eUaees: rigcewoncess 
SO 1 OF omy Tat venues” "Sh PRANR ERE £4.08 Le es 46 EGRET. 
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in April 15th ; as a 
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